Now. more than ever 
before, there is real need 
for every feed dealer to 
stay with his trade associa- 
tion. If you are a member, 
don’t permit your dues 
payments to lapse. If you 
aren’t a member, get right 
into the organization work- 
ing in your territory. Be 
an active member. 

D. K. &. 
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as % Chicks will soon be hatching out in large 
“~ numbers. Each season the incubators are 
~ turning them out earlier. 

Are you stocked on WISCONSIN CHICK 
STARTER MASH, the best “‘first feed’’ a baby 
chick can get? 


Wisconsin CHICK STARTER MASH is specially 


prepered for northern feeding, where early chicks 


HOW TO 
PRODUCE 
FERTILE 


must be kept indoors for several weeks. 
WISCONSIN MASH fits Wisconsin conditions. - 
It 1s adequately fortified with sunshine-vitamin D, 


from pure, natural cod liver oil, recommended by 
all experiment stations. 


No sunshine necessary with WISCONSIN STARTER 


MASH. 
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FILL the feeds you sell them pro- 
YY duce fertileeggs? Do you offer 
them feeds that have been vitamin- 
tested, feeds that are properly balanced 
in vitamins? 


Your experienced hatcheryman and 
poultry raiser knows that fertile hatch- 
ing eggs can come only from a 
healthy, vigorous flock---that good 
feed, rich in Vitamin E, is important 
if they are to expect a live chick in 
every egg. 


EGG-MAKER MASH is charged 
with sterility-preventing Vitamin E 
from its best known sources---wheat 
germ, corn germ and green alfalfa 
leaves. In addition, generous pro- 
portions of pure U. S. P. cod liver 
oil, yellow corn meal and dried milk 
give EGG-MAKER MASH an abun- 
dant supply of the growth-producing 
Vitamins A, B and D. 


There is only one feed as good as 
EGG-MAKER.---another sack of 
EGG-MAKER MASH. Customers’ 
re-orders will convince you. Are you 
prepared to satisfy this demand? 


NORTHERN MILLING COMPANY 


WAUSAU, WISCONSIN 
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Feeds 


Profit by the demand for molasses 
feeds. You can turn out an 
attractive product—heavy, uni- 
form, fresh-looking — by installing 


The Strong-Scott 
Unit Molasses Feed Mixer 


You get 6000 pounds of feed per hour 
with only 10 H. P. 

Feed free from molasses balls. 

Positive molasses regulation. 

Operates with warm or cold molasses. 
Equipment assembled in one unit. 


Ww. Cc. Stephan, Representative 
Box 85, Eau Claire, Wis. 


Write us for full information. 


Everything Jor Every Mill and Elevator 
The Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. 


In Canada: The Strong-Scott Mfg.Co.Ltd Winnipeg Seer 


: 


Molasses Regulator 
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SIX 
Feed Manufacturing Plants 
to Serve Wayne Dealers 


. St. Louis, Ill. 


Mill at Omaha, Neb. 


\ 


W avne PLANTS—large, modern 
and well-equipped—are also well-dis- 
tributed. Located on main railroad lines, they serve Wayne dealers 
efficiently in 34 states. 


In addition to these six feed manufacturing plants, Allied Mills owns 
and operates its own plants for the production of alfalfa meal and 
soy bean meal. 


These modern plants and their well-chosen locations provide definite 
advantages—in Quality and Service—to Wayne dealers. Short hauls. 
Prompt shipments. Low transportation costs. And the tremendous 
buying power of Allied Mills results in lower costs of raw materials. 


These advantages are yours when you sell Wayne Feeds—‘‘Honest 
Feeds at Honest Prices.’’ Write for full information, including facts 
about the Allied Mills Service Staff of well-known authorities on 
Feeds and Feeding. 


ALLIED’ MILLS, INC. 


Service Dept. Fort Wayne, Ind. 


| 


at Ft. Wayne, Ind. 


— 


at Owensboro, Ky. 
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Mill at Peoria, Ill. : ; 
Mill at E 
i 
Mill at Buffalo, N. Y. ees 
~ Vill Mill 


ARCADY 


FARMS 
MILLING CO. 


R- and truly, we are all so busy get- 


ting our new plant in operation that we 
haven't time to write a regular ad this 


month. You see, we have reduced our 
mill and office force to enable us to 
meet the present volume of business 
successfully and there is extra work 
for everyone as a result. We are all 
cheerful though and feel that now that 
the worst of the depression is behind 
us, each month will show a gradual im- 
provement in all kinds of business, in- 


cluding our own. 


See you next month! 


Chicago, Illinois 
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Kansas City, Missouri 
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MILWAUKEE, WISCONSIN 
DAVID K. STEENBERGH, Managing Editor 
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Number Two 


New 


England Dealers Are Urged 


To Join Their Association 


Benefits of Organization Explained 


HE New England Retail Grain 

Dealers association through its 

president and executive officers 
is now making strenuous efforts to 
build up the membership of the or- 
ganization. The fiscal year ended De- 
cember 1 and memberships are due and 
payable on or before January 1. Re- 
newals for 1931 have been coming in 
at a very satisfactory rate and a num- 
ber of new memberships, have been re- 
ceived. Officers of the association are 
looking forward to a successful year. 
Like most associations, however, the 
New England group has never been 
able to enroll as large a percentage of 
the active dealers in the territory as 
may be desired. The maximum mem- 
bership ever attained is in the neigh- 
borhood of 500, whereas there are at 
least 1,200 active retail grain and feed 
establishments in the six New Eng- 
land states. 

Outsiders Need Organization 

Without a doubt most of the 700 who 
have heretofore refused to join in this 
movement have never seriously consid- 
ered the advantages of organization nor 
faced fairly their individual responsibil- 
ity to the industry of which they are 
an important part. It hardly seems 
necessary any more for anyone to ad- 
vance the time tried and proved argu- 
ments in behalf of organized effort in 
any line of trade or in any occupation; 
nevertheless there are many who seem 
utterly indifferent to these advantages 
and who apparently need to be told 
over, and over again why they ought in 
all good conscious and common horse 
sense join in any movement designed 
to defend, protect and advance their 
own business. 

There are many dealers in the New 
England territory today who are in the 
doldrums generally who never would 
be there if they would only adopt a 
wider viewpoint and take up with a 
few constructive measures, in place of 
sitting back and bewailing conditions 
without ever doing anything about it. 
In this connection the writer knows 
definitely whereof he speaks. The cor- 


- By Lynne P. Townsend 


respondence which drifts across his 
desk and the talk he hears whenever 
he gets out on field visits constitutes 
ample proof of the statement. On the 
other hand there are a_ considerable 
number of dealers,and stores who have 
been faced with exactly the same try- 
ing conditions, the same vigorous com- 
petition and the same general trade dif- 
ficulties who have come through with 
flying colors. It is not too much to 
say that generally speaking these have 
been the men and the stores who have 
willingly joined in the organization 
movement and have given it loyal sup- 
port. 
Why Join an Association 

Why. should a grain dealer join a 
dealers’ association? The answer is 
easy. He should join it for the same 
reason that labor has formed its unions, 
that bankers have created their associa- 
tions, that farmers have built up their 
cooperatives, that Chambers of Com- 
merce have been organized and that 
almost every conceivable group of our 
entire body politic, social, industrial and 
economic, has banded itself together for 
common effort and for common good. 
In the old days we used to appeal to 
prejudice, selfishness and sometimes to 
ignorance in our campaigns for organ- 
ized effort. The professional organizer 
had a whole bag of tricks and a whole 
line of catchy oratory with which to 
inveigle the individual into coming into 
an organized movement. It was done 
much as in the old days when profes- 
sional evangelists herded large groups 
in to the church. That day is passed. 
We no longer seek to build up our orga- 
nizations by such methods, but the need 
for organization is more pressing to- 
day than ever’ before. 

We live in an age of organization 
and the individual or the group which 
steadfastly refuses to face this condi- 
tion is bound in the very nature of 
things to fall way behind. It has lost 
step with progress and retrogression 
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is almost inevitable. The grain dealer 
who tries to go it alone, is selling to 
a customer who has caught the spirit 
of organization and who probably be- 
longs to some organized movement 
himself. Such a dealer without ques- 
tion buys: his goods wholesale from a 
manufacturer or a distributor, who is 
himself a member of a powerfully or- 
ganized group. He does his banking 
with an institution which without ques- 
tion is a member of the banking asso- 
ciation. His lawyer is a member of 
the bar association and his doctor be- 
longs to the medical society. He is 
surrounded on all sides with organized 
effort and deals daily with people who 
are members of organized bodies. Yet 
he imagines himself able to carry on as 
a strict individualist and probably won- 
ders what is really the matter with him. 
He ought to know by now. 
Results Please Members 

The New England Retail Grain Deal- 
ers association realizes that it has not 
functioned 100 per cent but it states 
with confidence that its functioning has 
been way out of proportion to the 40 
per cent support it has received at the 
hands of the dealers. Among the 500 
dealers who have been regular members 
for the last three years, there has been 
practically no complaint as to the serv- 
ices rendered and the good accom- 
plished. Losses in membership have 
been almost exclusively among  busi- 
nesses that have changed hands either 
by reason of sale or death of the owner. 
On the other hand, old members have 
been pleased with the organization’s ac- 
complishments and have voluntarily ex- 
pressed themselves in no uncertain 
terms. Perhaps a few quotations from 
recent letters will help to explain this 
attitude. Nearly a hundred similar to 
these are on file. 

From Vermont: 

“We certainly do appreciate the work 
you have done the past year and want 
to see it continue. Certainly we do not 
want to see it stop: Enclosed $10.00 
for dues.” 


From Massachusetts: 
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“If our check hasn’t been sent you 
it will be sent promptly. We believe 
your organization is a splendid thing 
for the dealers of New England. We 
hope this year will be even better than 
last.” 

From Connecticut: 

“The information we receive from 
you is very valuable and we commend 
you for the promptness in which you 
send it along. Business hasn’t been 
too good but here’s our $10.00.” 

From New Hampshire: 

“Enclosed is $10.00. It’s the first 
cash I have received since January 1 
but it goes to the association. Couldn’t 
get along without your reports.” 

From Maine: 
“We surely experienced tough going 


last year but the association was a big 
help. I never appreciated it so much 
before.” 

Another from Massachusetts: 

“We've already paid our dues but 
will gladly send you another $10.00 if 
you need it. We've got to keep the 
association going and give it enough 
money to do a thorough job.” 
Another from Connecticut: 

“T’d gladly pay $50.00 dues if I had 
to. The association is worth more than 
that to me sometimes in one month. 
Keep up the good work.” 

Another from Maine: 

“Come up again this summer and I'll 
be glad to go with you a few days and 
help you round up the brothers in this 
territory. I’d be glad to do this for 


Mow...control 
COCcCIDIOSIS 


Blend your chick-starting mashes 
with this proved milk product 


OW—leading manufacturers 
everywhere, are taking this easy, 
low cost way to produce mashes that 
control coccidiosis and build chicks 
that stay healthy the year around. 
They are mixing all their mashes 
with Kraco, The Milk-Sugar Feed! 
Actual feeding tests prove Kraco 
to be the long-needed disease-resist- 
ing and health-building ingredient. 
And—Kraco eliminates the necessity 
of changing formulas while con- 
trolling poultry disease. 


The effective elements of milk 


Kraco contains only the naturally 
balanced mineral elements of milk. 
By analysis—no less than 70% lac- 
tose (milk-sugar), and the highest 
percentage of invaluable milk min- 
erals available for poultry mashes. 
Start using Kraco today. Mix it 


with your chick-starting, growing, 
and laying mashes. It gives you 
mashes that keep customers coming 
back for more the year around. 


Send for this proof 


Let us send you copies of letters 
from feed manufacturers that tell of 
the real results they are getting from 
Kraco-mixed mashes. Write to ad- 
dress below. 


KRACO 


The Wilk-Sugar Feed 
Made only by 
KRAFT-PHENIX CHEESE 
CORPORATION 
General Offices: Chicago, Illinois 
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the association in return for what it 
has done for me.” 

As we said before we have many let- 
ters along the same line. Those who 
have tried a membership in the asso- 
ciation know its benefits. Our big job 
is to sell the idea to the 700 who haven’t 
been converted up to this time. Cer- 
tainly we ought not have to argue any 
longer. 

Chain Stores Members 

There are approximately 175 chain 
feed stores in New England. These are 
operated by three of the best known 
manufacturers in this territory. We are 
frequently asked as to whether these 
establishments support the association. 
The answer is that they do. All of 
them are members of the manufacturers’ 
association and of course are sold on 
the idea of organization. Last year two 
of these concerns paid a full member- 
ship for every store operated by them 
while the third came in with dues for 
most of the stores in their group. One 
of them has paid in full for 1931 and 
it is confidently expected that the other 
two will do the same. We have always 
felt that when the manufacturer en- 
tered the retail field, he should assume 
all the obligations and duties of the 
regular retail dealer, which of course 
contemplates loyal support of the re- 
tail organization. Fortunately these 
large operators have heretofore ac- 
quiesced in this view. Smaller chains 
operated by private capital have always 
been among the most active supporters 
of the organization. 

Presumably what has been said of 
New England applies with equal force 
to the other sections of the United 
States and to the half dozen other re- 
tail associations that are in operation. 
If there ever was a time when vigorous 
and active retail organization, especial- 
ly among feed dealers was needed that 
time is now. Why not a big drive all 
along the line this spring? 


NORTHERN SUPPLY CO., Am- 
ery, Wis., has added Paul D. Hogan 
and George A. Turner to its sales staff 
and is planning to expand its business. 
Mr. Turner is a poultry specialist who 
is assisting in merchandising the poul- 
try and dairy feeds which the company 
is now manufacturing in its own plant. 


CARGILL ELEVATOR CO., Min- 
neapolis, has purchased the Itasca ele- 
vator, located on Allouez Bay, near Su- 
perior, Wis., from the Itasca Elevator 
Co. The deal included the elevator, 
storage tanks and 2,450,000 bushels 
which were stored in the plant. Julius 
H. Barnes, Duluth, Minn., who con- 
trolled the Itasca firm, plans to retire. 
The purchase gives the Cargill Eleva- 
tor Co. a total elevator capacity at the 
Head of the Lakes of 7,500,000 bushels. 


HAYMAN FEED Dresser 
Junction, Wis., is now operating a 
hatchery in connection with its feed 
mill. The firm has installed a 50,000 
egg capacity incubator in the same 
building with its feed mill. 
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Central Dealers Select Milwaukee 
For 1931 Convention 


Annual Meeting to Be Held June 1 and 2 


HE 1931 convention of the Cen- 
tral Retail Feed association will 
be held at Milwaukee, Monday 

and Tuesday, June 1 and 2. 

This was decided at the regular bi- 
monthly meeting of the association’s 
executive committee held at the Loraine 
hotel, Madison, Wis., Tuesday morning, 
February 3. On motion of Treasurer 
W. N. Knauf, Chilton, Wis., seconded 
by Vice President W. G. Haertel, Min- 
neapolis, Secretary David K. Steen- 
bergh, Milwaukee, was appointed to se- 
lect a hotel headquarters for the con- 
vention and make other necessary ar- 
rangements for the two-day conclave. 

Minneapolis Was Considered 

Minneapolis had made a bid for the 
convention this year and was conceded 
a good chance to get the meeting, but 
a mail vote revealed that the members 
were evenly divided with respect to 
whether or not they wanted to go to 
Minneapolis or to Milwaukee. After 
considerable discussion, the executive 
committee voted in favor of Milwaukee 
because it was thought present business. 
conditions made it inadvisable to change 
the convention city this year. Several 
members of the executive committee ex- 
pressed the wish that Minneapolis 
would reinstate its invitation for 1932. 

All conventions of the Central Re- 
tail Feed association, since its organi- 
zation in 1926, have been held at Mil- 
waukee. Attendance has grown from 
less than 200 to more than 500 persons 
and the programs have been compli- 
mented as the best offered at any feed 
trade convention in the country. Plans 
for making the 1931 meeting even big- 
ger and better than its predecessors, 
will be started immediately. 

Open Formula Bill 

Tuesday afternoon members of the 
executive committee attended a_hear- 
ing on Bill No. 32-S which would 
amend the present Wisconsin feed laws 
so that all feed manufacturers and deal- 
ers manufacturing feed would be com- 
pelled to label their feeds with the per- 
centage of each ingredient used in the 
feed. The bill was introduced by Sen- 
ator Hunt, of River Falls, but is iden- 
tical with one which had been intro- 
duced by Senator Schuman, of Water- 
town, and defeated in the legislature 
two years ago. 

The Central Retail Feed association 
is opposed to a compulsory open for- 
mula feed bill such as that of Senator 
Hunt’s because it would increase the 
cost of feed to Wisconsin farmers and 
open the door to fraud by destroying 
the present feed buying standards which 
are being capably enforced and substi- 
tute a standard which is incapable of 
enforcement. 


A conservative estimate of the extra 
cost of feed to Wisconsin farmers 
should Senator Hunt’s bill become a 
law, would run between $30,000 to $50,- 
000 per year. It, would require that all 
manufacturers doing business in Wis- 
consin have special bags, labels and 
formulas, other than those which they 
use in other states, for their Wiscon- 
sin feed customers. 

W. B. Griem’s Statement 

The fact that the proposed)law is in- 
capable of enforcement is substantiated 
in a statement by W. B. Griem, chief 
feed inspector of the Wisconsin De- 
partment of Agriculture and Markets, 
who would be called upon to enforce 
the bill if passed. Mr. Griem says: “No 
tests have been devised by which we 


Buy Farmers’ 


can determine whether or not any open 
formula is as stated and we believe, 
therefore, that this fact puts a premium 
on dishonesty. Honest manufacturers 
do not like to reveal their formulas and 
thereby lay themselves open to dis- 
honest competition.” 

The attitude of the senate agricul- 
tural committee and of the Wisconsin 
senate toward Bill No. 32-S is not 
known as this article is written, but it 
is expected that the committee will re- 
port the bill to the senate within the 
next few days. Wisconsin readers of 
The Feed Bag who are interested in 
this legislation may address their com- 
ments to their senators and assembly- 
men, writing them at the State Capitol, 
Madison, Wis. 


Seed Surplus 


To Prevent Trading 


R. R. Farley 


UY the farmers’ grain in the fall 

and ship it out of the territory. 

Then sell them pure, tested seeds 
in the spring. Graham Feed & Seed 
Co., Janesville. Wis., has adopted this 
policy and built up a large volume of 
business as a result. 

When George Graham and R. R. Far- 
ley, partners in the business, began 
handling seeds several years ago, sales 
were made only in bag lots. Farmers 
traded grain among themselves and this 
problem threatened to compel the two 
partners to abandon their seed depart- 
ment. They analyzed the situation and 
arrived at a simple but effective con- 
clusion. 

When fall arrived they purchased as 
much grain as they were able to obtain 
and shipped it out of the territory. The 
idea netted them a neat profit and on 
the following spring there was a brisk 
demand for their seeds. This season 
they expect to sell more than five car- 
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loads. 

“Whenever a large crop of home 
grown timothy or clover was produced 
in our territory, we found that there 
was considerable trading among our 
customers,” Mr. Farley said, “but we 
made a special effort to purchase what 
we could of the surplus in the fall and 
ship it out, thereby making a profit on 
our purchases and creating new pros- 
pects for spring business. 

“My idea of merchandising seed is to 
choose a reliable brand from a _ seed 
house which will work with the dealer. 
Only the best brands should be’ adver- 
tised and sold. This will result in more 
money for the farmers and will conse- 
quently enable them to pay their bills 
and buy more commodities from the 
dealer.” 


JOHN MURRAY & SON, West Jef- 
ferson, Ohio, have remodeled their ele- 
vator and installed a feed grinder and 
mixer. 


ALLAN LUMBER CO., Green- 
castle, Ind., has purchased the feed and 
building supply business of the Marshall 
Cement & Grain Co., and 1s discontinu- 
ing the feed department. 


WALDO O. FEHLING, Philadel- 
phia, Pa., has taken charge of. the feed 
and grain department of Ezekiel Dun- 
woody & Co., one of the oldest feed, 
grain and flour firms in that city. Mr. 
Fehling was formerly associated with 
Samuel Bell & Sons. 
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Unpaid Accounts Kept at Minimum 
By Selecting Customers 


Strict Credit Policy Helps Firm Succeed 


CUSTOMER who does not pay 

his bills is not desirable and 

the sooner he is made to pay 
the better customer he becomes. That 
is what Fred M. McIntyre, vice presi- 
dent of the Potsdam Feed & Coal Co., 
Inc., says after fourteen progressive 
years in the feed business. 

After experimenting with various 
methods of collecting outstanding ac- 
counts, Mr. McIntyre and his business 
associates retained an attorney to handle 
all of their legal work, including the col- 
lecting of bills. The idea is unusual 
among retail feed merchants, but it is 
well worth the cost, according to Mr. 
McIntyre, because it keeps the accounts 
receivable always at a minimum. 

Founded Business in 1916 

The Potsdam Feed & Coal Co. was 
organized in 1916 by Mr. McIntyre and 
Tennyson A. Jones, when they pur- 
chased the business which had been 
operated for 14 years by H. J. San- 
ford. Two years later the feed busi- 
ness of Nye & Ritchie was taken over 
and after another two years the Pots- 
dam Milling Co. was acquired. By 
the latter purchase the firm obtained 
the first water power rights on the Rac- 
quett river at Potsdam. 

Business began to increase as soon 
as the two energetic partners opened 
the doors of their first store. By 1920 
it had reached a stage where an uptown 
office was necessary to handle the tran- 
sient customers and transact the clerical 
details. A site was purchased on the 
main street and an office building erect- 
ed. 

Mr. McIntyre believes that it pays 
to have facilities convenient for cus- 
tomers. Our main street office makes 
it possible to meet our local trade and 
assist them with their feed and coal 
problems. 

Ten men are necessary to handle the 
present business of the firm. To keep 
them busy advertisements are carried 
regularly in the local papers and reg- 
ular and frequent calls are made on 
the farmers. 

Select Their Customers 

One of the secrets of success, accord- 
ing to Mr. McIntyre, is to select your 
customers carefully. We have as fine 
a group of customers as I have seen 
anywhere and they are satisfied with 
our service. We have few complaints. 
When complaints are common it indi- 
cates that either the service is faulty 
or the customer is undesirable. If we 
have complaints we study them careful- 
ly. If we are at fault we admit it and 
correct it. If the customer is unfair 
we waste no time with him. One dis- 
satisfied customer can do much harm. 
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About five years ago a feed mixer 
was installed and dairy rations are made 
under the firm label. Price competition 


was responsible for the introduction of 
mixing equipment but it has proved pro- 
fitable to the firm. There was an ex- 
ceptional oat crop in northern New 
York last year, and consequently more 
custom grinding and mixing has been 
done than usual. 

Because of the large crops of grain 
and the drop in the price of milk, Mr. 
McIntyre does not expect brisk busi- 
ness for the balance of the winter. An- 
other drop of 47 cents per hundred in 
the price of milk has added to the woes 
of the dairy farmers who are the largest 
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of the Potsdam Feed & 

nc., Potsdam, N. Y., is shown 

ably Interior views of the mill revealing 

an extensive outlay of machinery and ware- 
house space are shown at the lower left. 


feed buyers in the northern territory. 


Essentials of Success 

When asked what he believed were 
the essentials for success in the retail 
feed business, Mr. McIntyre replied, 
“An understanding of the local trade, 
constant contact by personal calls, a 
knowledge of feeds and feeding meth- 
ods, a strict credit plan and absolute 
fair and honest dealings. 

It is apparent that these qualities 
have won merited success for the Pots- 
dam Feed & Coal Co., for in addition 
to the mill, office and storehouse in 
Potsdam, stores are operated in Parish- 
ville and Hopkinton. 

The present officers of the company 
are C. M. Rohr, president; T. A. Jones, 
secretary and treasurer, and F. M. Mc- 
Intyre, vice president. Mr. McIntyre 
has been identified with trade associa- 
tions since he entered the feed business 
and he organized the St. Lawrence 
County association, which is one of the 
most active county organizations in 
New York. 


RUSSELL-MILLER MILLING 
Co., started work January 1 on a 
1,500,000 bushel addition to its eleva- 
tor capacity in Buffalo and is also erect- 
ing a new office building there. An 
investment of more than $400,000 will 
be required. 


ELMER H. BAUER, Batesville, 
Ind., was reelected secretary and gen- 
eral manager of the Farmers Feed & 
Produce Co. at their annual meeting, 
January 13. 


A. H. COBB, Creston, Ia., has been 
appointed manager of the Omar Flour 
& Feed Co., to succeed R. E. Pickerel. 


| 
| 
— 
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Your Ear to the Ground 


Listen! Theyre talking—everyone is— 


everyone who USES feed—or SELLS feed 


Consumers — Dealers — all riveting their 
attention on Larro’s announcement of its 
complete New line of Poultry Feeds? 


Listen to the trend to Larro—a steady movement of feeders since 
1912 when the first. bag of Larro was sold. But more than ever, listen 
now, to the rush to Larro, speeded by its announcement Larro startles 


the poultry world again—and that, facts uncovered at Larro Research 


Farm bring greatest development in modern Poultry Feeding. 


You can’t miss the meaning of this steadily mounting choice of Larro 
—you can’t deny it—and you can’t afford to not investigate the 
opportunity Larro makes for you as its dealer in your community! 


Write for full particulars—learn the complete story 
of these amazing new Poultry Feeds —learn what 
the future holds for you as a Larro Dealer! 


Put your ear to the ground —write us today! 


FEEDS THAT DO NOT VARY 
FOR POULTRY—HOGS—DAIRY 


Larro Family Flour—for Bread, Biscuits, Cakes and Pies 


THE LARROWE COMPANY 
Box 68, North End Station Detroit, Michigan 
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BERT MARTELL, Clyde, Wis., 
purchased the Borgeault Mill from Wil- 
liam Albrecht, January 15. The mill 
is one of the old landmarks of the coun- 
ty and was built in 1867. It was oper- 
ated as a flour mill for many years but 
recently has been used for grinding 
feed only. 


JESSE GRAY FEED STORE, 
Rushville, Ind., was damaged by fire 
recently with an estimated loss of 
$2,000. 


MILLINGTON FEED & COAL 
Co., Millington, Mich., opened for busi- 
ness January 11 and will mix and grind 
feeds and also conduct a retail business 
in coal, grain and feed. 


A lot of chickens will probably lose 
their heads over the egg surplus. 
*x* * * 


SUPER SELLING 
The story is told of a go-getting sales- 
man who approached a farmer to sell 
him a cream separator. 
“But,” responded the farmer, “I don’t 
need it. All I have is one cow and a 
bull.” 


The production by GORTON’S of a 
Concentraied Cod Liver Oil marks a 
distinct step in advance of old stand- 
ards. It is the answer to the feed 
problems of today. The name, the 
approval, the unqualified endorse- 
ment of GORTON’S is back of it. 


GORTON’S is the biggest producer 
and manufacturer of codfish products 
in America. We have first choice of 
the pick of the finest codfish caught. 
We make cur own oil in our own re- 
finery, from codfish livers brought in 
our own fishing vessels direct from 
the fishing grounds. With GOR- 
TON’S Concentrated Cod Liver Oil 
reinforced in Vitamins A and D 
comes a quality as GORTON’S 
knows it should be. 


GORTON’S Concentrated Cod Liver 


Announcing GORTON’S 
» Concentrated Cod Liver Oil 


Fortified in Vitamins A & D 


WRITE FOR FULL INFORMATION TODAY 


CONCENTRATED 


Cod Liver Oil 


Fortified in Vitamins A & D 


GORTON-PEW FISHERIES COMPANY, LTD. 
Desk FB-102—Cod Liver Oil Department, Gloucester, Mass. 


Oil is guaranteed to protect against 
leg weakness at %% level of total 
ration. It maintains the proper vita- 
min balance because it is fortified 
with both Vitamins A and D. It is 
absolutely pure; the concentrate used 
in fortifying our product is the same 
concentrate as is used for human 
consumption in a product that has 
been accepted by the Council on 
Pharmacy and Chemistry of the 
American Medical Association. Our 
Concentrated Cod Liver Oil is a low 
acid oil; it eliminates digestive dis- 
turbances. It is biologically stand- 
ardized and therefore the quality is 
uniform at all times. It is biological- 
ly tested for Vitamins A and D on 
living rats and chicks. It saves in 
original cost. It saves in freight. It 
saves in storage. It is a product 
YOU will want. 
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Before the salesman left, however, he 
had sold the farmer the cream separ- 
ator, taking the cow as down payment. 

* * 

When a man reached for his hip in 
the good old days it was a warning. 
Now it’s a promise. 

* * * 
HIGH FINANCE 

Cop: “Hey, what’s the big idea of 
speeding again. Didn’t I send you up 
yesterday?” 

Motorist: “Well, you see, the judge 
fined me $5.00 and couldn’t change a 
$10.00 bill, so he told me to take it 
out in trade.” 

CORNHAY WEAKLY NEWS 

Slim Pickens has opened a new cigar 

store. He will sell a complete line of 


_ malts, hops, copper kettles, corks, bot- 


tles of all sizes, raisins, yeast and sugar. 

Six bottle caps, two pairs of scissors, 
three cork screws, eight overcoat but- 
tons and the works of an alarm clock 
were found inside Hall’s baby when he 
was put under Doc Killercure’s new X- 
ray machine Tuesday. 

A burglar who attempted to rob 
Bimple’s grocery store was arrested 
when he was found uncenscious near 
the limberger cheese shelf next morn- 
ing by the proprietor. 

Judd Perkins has announced himself 
as a candidate for sheriff. Running for 
is better than running away from the 
sheriff, Judd reports. 

Ok 
PATHETIC 

Friend: “I suppose you find many 
cases of extreme want in your visits 
to the poor.” 

Charity Worker: “Yes, indeed. I 
visited a family today and they didn’t 
have a drop of gasoline for their auto.” 

* Ok 
BARE FACTS 

In olden days the maidens dressed 

Just like Old Mother Hubbard, 

But nowadays the flappers look 

A lot more like her cupboard. - 

* Ok 

“Gee, Uncle Bill, that’s a nice ’lectric 
fan you got for cooling off the cows,” 
said the city boy, gazing at the wind- 
mill. 

* 
THE REAL PROBLEM 

Salesman: “Let me show you how to 
make your spare time profitable.” 

Feed Dealer: “Have you anything 
that will show me how to make spare 
time?” 


Schoolmaster: “This makes the fifth 
time I’ve punished you this week. What 
have you to say?” 

Dealer’s Son: “I’m glad it’s Friday, 


” 
. 


sir, 


ts a7 Bag Gn 4a 
i \ Carefully Sifted for Feed Dealer Consumption 
q 
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Kellner Showed 
Farmer How 
To Make Money; 
Doubled Sales 


By Emil J. Blacky 


EWIS KELLNER, Kellner Bros., 
Manitowoc, Wis., goes to the 
farmer’s own yard and shows 
him how to make more money. 
Following this plan consistently during 
the past year he has more than doubled 
his feed sales, increasing his monthly 
volume from 30 to 80 tons. He accom- 
plished these results despite many han- 
dicaps. 

Two years ago Mr. Kellner was do- 
ing an average business and experienced 
difficulty in disposing of one carload of 
commercial feed every six weeks. Farm- 
ers in his territory insisted on mixing 
their own rations. A large majority of 
them conducted their dairying and poul- 
try raising on a hit and miss basis. 
Added to these sales resistances was 
the fact that Mr. Kellner’s trading area 
extends only three ways, since Lake 
Michigan almost laps against his store 
on the east. 


Kellner’s New Feed Store 


About a year ago a competitive store 
received an immense shipment of com- 
merial feeds. Mr. Kellner observed it 
and his fighting spirit was aroused. He 
decided that if someone else could sell 
such a large quantity of feed in his ter- 
ritory he could do likewise. 


He went to his office, took a thick 
pad and a good supply of pencils, and 
armed himself with all the sales am- 
munition he could find. His first pros- 
pect was a confirmed believer in home- 
mixed rations. Mr. Kellner engaged in 
a friendly conversation with him which 
soon drifted to feeding problems. Then 
the pencil and pad were employed. He 
showed the farmer that it would actual- 
ly cost him less per pound of feed to 
supplement his home-grown grain with 
a commercial ration. He made the 
farmer feel that he had come to show 


producing basis. 


him how to make more money. And he 
landed an order. 

At the end of the day Mr. Kellner 
returned to his office, weary but hap- 
py. He had won a half dozen new cus- 
tomers. His intensive sales campaign 
was continued day after day. He an- 
alyzed his terrjtory and divided it into 
separate routes. He systematized his 
calls, and as business increased added 
another man to his staff. This new em- 
ployee was a poultry expert who also 
possessed a thorough knowledge of 
dairy feeding. He culled farmers’ flocks 
and recommended rations and placed 
dairy herds on many farms on a profit 
Daily, more and more 
customers were converted to commer- 
cial rations. 

Because of the drouth pastures were 
short last summer and cows were in 
poor physical condition. This factor was 
used as one of the chief arguments ifi 
selling dairy feeds. Mr. Kellner or his 
staff man emphasized the fact that their 
ration would put the herd in condition 
in addition to increasing their milk pro- 
duction. Actual results were observed 
by the farmer. When the cows were 


placed on the new ration they put on. 


weight and their coats became sleek. It 
was convincing evidence that the feed 
was doing all that was claimed for it. 
Used Herd Records 

Herd records also furnished effective 
sales instruments. They were either 
obtained from the cow testing associa- 
tions or kept by the farmer himself 
under the direction of the Kellner serv- 
ice man. Outstanding records were 
posted conspicuously in the store and 
advertised with photographs of the 
farmer and his herd in the local news- 
papers. 

Interest was also shown by the Kell- 
ner staff in young stock. Farmers were 
told that good dairy cows must be fed 
correctly from the beginning if they 
expected to develop into high produc- 
ing animals. As a result of this pro- 
motional work a large volume of calf 
feed and rations for young stock were 
sold. 

Farm Meetings Held 

Various farm meetings in different 
sections of the trade territory have been 
sponsored by the Kellner store. Talks 
by experts on feeding were given, mov- 
ing pictures were shown and entertain- 
ment was provided. These gatherings 
helped considerably to stimulate interest 
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Lewis Kellner 


in commercial feeds. 

Mr. Kellner’s most pronounced in- 
crease during the past year has been 
in poultry feeds. His volume has been 
tripled. In addition) to selling large 
quantities of commercial rations direct 
he has obtained hatcheries in his ter- 
ritory as sub agents. These outlets 
provide Mr. Kellner with an intensive 
coverage of his territory. The hatch- 
eries sell the farmers chicks and recom- 
mend his rations. Business grows con- 
stantly as the number of flocks in the 
territory increases. 

Flocks are conditioned before they are 
placed on the new ration. Unprofit- 
able hens are culled, improper housing 
conditions are corrected and helpful in- 
formation is imparted to the farmer. 


Ignore Careless Farmer 


Careless prospects are not encouraged 
to purchase feeds. If Mr. Kellner or a 
member of his staff believes that the 
farmer will not give proper attention 
to housing and care of poultry after 
he has been advised, little sales talk 
is wasted on him. They realize that 
more harm than good will be done by 
selling such a customer, because he 
will invariably blame the feed when 
other conditions are responsible for 
failure to obtain results. His neighbors 
will hear about it and will consequently 
be harder to convince. 

Home mixed rations also give Mr. 
Kellner ample resistance in his poul- 
try feed business but the handicap is 
overcome by presenting the prospect 
with facts and figures. Recently a 
farmer came into the store to purchase 
a large quantity of ingredients to mix 
into a poultry ration. Mr. Kellner in- 
vited him into his office, itemized each 
ingredient and its cost and showed the 
farmer how much money he was spend- 
ing. Then he compared it to the cost 
of the commercial feed. 

“Gosh,” responded the farmer, when 
he observed the figures. “I never 
looked at it that way. Load my truck 


(Continued on Page Forty-seven) 
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Federation to Diagnose Trade Ills 


At Convention Clinic 
Will Meet at Syracuse, February 19, 20 


HE stage is set at Syracuse, N. 

Y., for the greatest convention in 

the history of the Eastern Fed- 
eration of Feed Merchants. More than 
300 persons are expected for the two- 
day program which will include speech- 
es, conferences, a business clinic and a 
banquet and entertainment. 

The convention will be held at the 
Hotel Onondaga on February 19 and 
20. Because of the large preliminary 
enrollment, the committee has arranged 
a dinner conference at 7 p. m., Feb- 
ruary 18, for officers and directors of 
the federation and for all chairmen of 
special convention committees. Plans 
will be made at that time to accommo- 
date the large number of delegates and 
the entire convention program will be 
rescheduled. 


Will Analyze Business 


The regular sessions of the conven- 
tion will begin at 9:30 a. m., February 
19. President Fred M. McIntyre will 
preside and will welcome the delegates. 
Brief reports of the officers will be 
given and special convention commit- 
tees appointed. Once the business is 
out of the way the keynote of the meet- 
ings will be sounded by J. E. Sams, 
general manager, Blatchford Calf Meal 
Co., Waukegan, IIL, with an address on 
“Boosting Business”. 

Mr. Sams recently made an extensive 
survey of the eastern field to supple- 
ment the information that had been re- 
ported to him regarding trade condi- 
tions. As an outsider, he believes he 
can impartially analyze the business 
conditions and make suggestions for 
their improvement. 


Opens Business Clinic 

David K. Steenbergh, managing edi- 
tor of The Feed Bag and secretary of 
the Central Retail Feed association, will 
open the business clinic with a discus- 
sion of the trade conditions in various 
parts of the country. He has observed 
many feed merchants who have made 
satisfactory gains during the present 
business depression and will explain 
their methods. He is expected to tell 
of the successful ventures in cash sell- 


ing. Mr. Steenbergh was one of the 


first advocates of a strictly cash plan. 
He has spoken before organized groups 
of feed dealers in many sections and 
convinced them that the practice is 
economically sound and practical. The 
great increase in the number of dealers 
adopting the plan during the past year 
proves Mr. Steenbergh’s theory was 
correct. 

The business clinic will continue at 
each session of the convention follow- 
ing the prepared addresses. Represen- 
tatives of every branch of the industry 
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By W. A. Stannard 


will give brief talks and conduct dis- 
cussions which will disclose the 
strength or weakness of many trade 
practices. 
Judge Harper to Speak 

At 12:30 o’clock a luncheon confer- 
ence will be held in the Hiawatha room 
of the Hotel Onondaga. All delegates 
will be invited to meet for an informal 
discussion and a general get-acquainted 
program. Judge Roscoe C. Harper, who 
made a hit at the Binghamton meeting 
a year ago, will be the speaker. 

The afternoon business session will 
convene at 2 o’clock and will open with 


F. M. McIntyre H. J. Barndt 

an address by Charles D. Campbell, at- 
torney who represented the federation 
before the federal farm board and at 
other meetings at Washington. His 
subject will be “Activities of the Farm 
Board.” Mr. Campbell has had inti- 
mate connections with the feed business 
and has been successful in collecting 
outstanding accounts. It has been re- 
ported that the delegates may have an 
opportunity to learn some of his suc- 
cessful methods. 

C. C. Lewis, Park & Pollard Co., 
Buffalo, N. Y., will speak on the his- 
tory of cooperative merchandising. He 
has spoken at several meetings recently 
on the same subject and will bring the 
result of a prolonged study that has 
reached to all parts of the world. 

Will Analyze Feed Laws 

Fred M. McIntyre, president of the 
federation, will give a complete resume 
of all of the federal and state laws that 
affect the eastern feed merchants. For 
two years the survey of laws has been 
conducted with the aid of legal advis- 
ors, and Mr. McIntyre has prepared 
some definite recommendations for 
changes that he will ask the members 
of the federation to sponsor. 

Following Mr. MclIntyre’s talk the 
business clinic will be resumed and will 
continue until 5 p. m. At that time the 
session will adjourn until 7 p. m., when 
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the banquet will be served in the ball 
room of the Hotel Onondaga. A pleas- 
ing program of music, speaking and 
vaudeville will provide entertainment 
during and following the banquet. 

The concluding meeting of the con- 
vention will be held at 9:30 a. m., Feb- 
ruary 20. + Judge Roscoe C. Harper, at- 
torney and dairy farmer, of Sherburne, 
N. Y., will speak on “What the East- 
ern Farmers Think of It Now.” A 
year ago he addressed the convention 
on the farmer’s attitude on the gov- 
ernment’s farm relief program. This 
year he will give a sequel, explaining 
what the farmers in the East think of 
the relief activities of the farm board. 

Plan General Discussion 

The business clinic will have a con- 
cluding session with several trade rep- 
resentatives giving brief talks on feed 
problems. During the clinic the mer- 
chants will explain how they have met 
competition. Cash selling will have its 
part. How to increase business by es- 
tablishing regular customer routes and 
the importance of adequate office rec- 
ords, will be popular subjects. The ob- 
ject of the clinic is to obtain an ex- 
change of ideas with a view to boost- 
ing business and avoiding the pitfalls 
inta which other merchants have fallen. 

Every branch of the feed trade is ex- 
pected to be represented at the clinic. 
The feed manufacturers and various lo- 
cal retail associations will have speak- 
ers. H. E. Babcock, manager of the 
Cooperative Grange League Federation 
Exchange, has been invited. 

Before adjourning, the convention 
committees will make reports and reso- 
lutions will be adopted. Since officers 
are elected at the summer meeting there 
will be no routine business transacted. 

Roundup in Progress 

In each county one or more feed mer- 
chants have been appointed to encour- 
age attendance at the convention. The 
response from these chairmen indicate 
that there will be an unusually large 
number of delegates. “We will get in 
touch with every dealer in our county”, 
wrote Samue! Deuel, Pine Plains, N. 
Y. Herbert J. Barndt, Binghamton, and 
Henry J. Wilber, Jamestown, each pre- 
dict a substantial delegation from their 
sections. C. C. Folts, secretary of the 
Mutual Millers & Feed Dealers associa- 
tion, writes that the commercial men in 
this section are talking about the con- 
vention as they make their rounds and 
are doing a great deal of boosting. 

I. R. Warren, Port Byron, N. Y., re- 
ports that he is cooperating to bring 
out alf the merchants in Cayuga coun- 
ty. More than 50 other chairmen are 

(Continued on Page Forty-four) 
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The size, weight, and condition of chicks at the 
end of an eight weeks test are not the only 
standards used in judging the vitamin potency 
of Nopco XX. The leg bones are examined, 
- photographed, and their ash content deter- 
mined. By these rigidly controlled tests the 
uniform potency of Nopco XX is assured. 

The normal leg bone in the upper picture was 
taken from an eight weeks old chick which re- 
ceived the recommended percentage of Nopco 
XX. The rachitic bone in the lower picture came 
from an eight weeks old chick which received 
the recommended percentage of a cod liver 
oil which did not contain 

enough Vitamin D. 
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Are you one 


The 600? 


N OFFERING poultry mashes 

| that are supplied with a guar- 

anteed and economical source of Vitamin 
D, you will render a service to your cus- 
tomers, you will save them money, you will 
increase the result-getting qualities of the 
feed, you will build a larger tonnage. BUT— 


Be sure the Vitamin D protection is 
there! Ordinary oil, from cod or any other 
fish, varies in Vitamin D potency. One lot 
of oil may do a good job at a certain feeding 
level whereas another lot may fall down 
miserably. ON THE OTHER HAND— 


Nopco XX always supplies an adequate 
amount of Vitamin D with an ample 
margin of safety—and because of its 
increased Vitamin D potency does the job 
when used at only % of 1% of the total 
ration. Only 2} pounds is required in a ton 
of all-mash ration or 5 pounds in a ton of 
mash which is to be fed with scratch grain. 
Nopco XX is the most inexpensive com- 
plete source of Vitamin D. Nearly 600 feed 
manufacturers have proved this. Will you? 


NATIONAL OIL PRODUCTS CO., INC. 


EXECUTIVE OFFICES & FACTORY: 


38 ESSEX STREET, HARRISON, N. J. 
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14 WISCONSIN AGRICULTURIST AND FARMER January, 1931 


WINTERTIME 
EGGS 


Protein In Laying 

A mash mixture for layi; 
often incorrectly judged 
ity, by the amount of p 
contains. The science 


has shown us that pt of production —- a Good 


ing. is now gen- 


gs in 
S not only a very 


does not include quality or results in a year’s time. This 
small number,.comparatively speak- 


should @o be remembered 
at these 4/0 eggs al id 


and when they bring the 
pyages. pred of sta; 


contains protein which is often 

better than that found in a: scraps ypuld be as heavy in the 

Alfalfa carries protein i y 

: which is both valuable a 
Milk and soybean protej 
best. 

The Wisconsin Exy 


it is during any 
of the year. 
By,to overestimate the 
Winrertive eggs ...of course you’re anxious to sell doz- 
r 
poultry Her potential production ens of them. But watch out for the gray months ahead. 
during, the hatchjag season of 1931 is They're apt to bring cold snaps .. . thaws . . . more 
. ie cold snaps . . . in quick succession. Hard weather on 
layers! And to continue regular egg production through 
this season of sudden changes, your hens must be in top- 


the one notch condition. That’s why feeding an oatmeal feed is 
alan, , e values o other For ou ve an e& 
exe mixtu containing fohigh of profitable. For oatmeal builds health and energy. 
é £ 4 Ful-O-Pep Egg Mash contains pure oatmeal from the 
1 same mills that manufacture Quaker Oats. 


considerfion to Hie sources of pr of their illustrious grandmother Of course, Ful-0-Pep Egg Mash contains a balanced 

tein as well as Saat inheritance raises the egg assortment of other ingredients too. Ground grain prod- 

sure that there és yields of Ege granddaughters even ucts, cod liver meal, molasses (in dry form) and necessary 
minerals are blended with the oatmeal. 


Each ingredient has its own special work to do. For | 
tk -_ ay example, cod liver meal furnishes the birds with the im- 
ens Me Geensie Ponth ate « portant “sunshine” vitamin (exactly the same as that 
amples of the contrij supplied. by the natural rays of the sun). Molasses acts 
y as a mild laxative. The minerals make egg shells and 
rebuild bones. All of the ingredients combine to make 
quantities of eggs .. . hatchable eggs. 


And best of all, Ful-O-Pep Egg Mash is most economical 
to feed. You need only to count the cost per dozen of 
producing wintertime eggs to be convinced of that. Your 
local Quaker feed dealer can supply you with Ful-O-Pep 
Egg Mash. See him at once. 


ing Contest last Aon, they THE QUAKER OATS COMPANY, CHICAGO,U.S.A. 


FUL-O- PEP 
EGG MASH 


r egg production, pullets are the 
le akers in poultry plant; 


BUY QUAKER FEEDS IN STRIPED SACKS 


She Laid 304 Eggs In A Year competitors. 
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Central Association to Cooperate 
In Better Crops Campaign 


Farmers Will Be Urged to Plant Pure Seeds 


N intensive crop improvement 

campaign will be launched soon 

by the Wisconsin Seed Council, 
composed of agencies and organiza- 
tions interested in the welfare of the 
farmer. The Central Retail Feed as- 
sociation which recently became a 
member of the council will cooperate 
in the work. 

Attractive folders explaining why it 
is essential to plant pure, tested seeds 
purchased from reliable! sources will be 
distributed among thousands of farmers 
in addition to other educational material 
which will be released to farm maga- 
zines and daily and weekly newspapers. 
When it is completely developed the 
campaign will be one of the greatest 
ever launched by any state in behalf 
of better crops and increased income 
for the farmer. 


Ask Dealer Cooperation 

Feed dealers who handle seeds and 
who will be directly benefited by in- 
creased demand for pure, tested brands 
as a result of the movement will be de- 
pended upon to assist in the distribu- 
tion of educational pamphlets and other 
promotional activities. The movement 
was prompted by a survey made under 
the direction of the council last spring. 
Men were assigned to canvass the state 
and to take samples of seeds from 
planter boxes while the farmers were 
seeding their fields. 

The discoveries were astounding. 
Tests of the samples revealed that al- 
most half of the lots collected con- 
tained noxious weed seeds and that 23 
per cent contained sufficient amounts so 
that they would be condemned by the 
state seed laboratory if offered for sale. 
; “The chief objective of our campaign 
is to reduce the enormous weed losses 
suffered by farmers of the state as a 
result of planting impure, untested 
seeds,” said E. D. Holden, state agron- 
omy department, and secretary and 
treasurer of the council. “Millions of 
dollars are lost annually because of this 
menace, resulting in decreased income 
and purchasing power among the farm- 
ers. 

Offers Testing Service 

“We are asking feed dealers who sell 
seeds to cooperate in the council’s 
work. Every dealer should handle only 
pure, tested brands obtained from re- 
liable sources. He should post himself 
on the different varieties and qualities 
of seeds so that he is able to recom: 
mend them to his customers and thus 
help them raise better crops. Dealers 
are welcome to avail themselves of the 
testing and advisory services offered by 
the Wisconsin college of agriculture and 
other state departments.” 


Mr. Holden explained that dealers 
may send samples of their customers’ 
seeds to the state division of seed and 
weed control for testing. No charge 
will be made if the seeds are not to 
be offered for sale. If, however, the 


Prof. A. L. Stone 
Professor Stone who is in charge of the state 
seed and weed control division is president 
of the Wisconsin Seed Council. 


farmer wishes to have the test made 
and use the results in selling the grains 
to others, a fee of 25 cents will be as- 
sessed for each lot. In sending a cus- 
tomer’s sample dealers are requested to 
send a letter explaining for what pur- 
pose the test is intended. 
Straightforward facts are contained in 
the folder which was in the process of 
preparation when The Feed Bag went 
to press and which will be ready for 
distribution about February 15. 


F. W. Kellogg E. D. Holden 
Vice President Secretary-Treasurer 
“Your crops depend more on the seed 

you plant than on any other single fac- 
tor; therefore, select your seeds care- 
fully,” the farmers are told. “Seeds 
which will not germinate are worth- 
less. Those containing weed seeds are 
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worse than worthless. They infest your 
lands, reduce your crops and create ex- 
tra work for years to come. 

“The best grades of seeds are the 
best bargains,” the pamphlet continues. 
“Cheap seeds are expensive in the long 
run. Seeds are generally low priced 
because they are inferior in germina- 
tion, poorly cleaned; or adulterated. 
Such seeds are costly when figured 
from the standpoint of good seed re- 
ceived per dollar expended.” 

Special warning is sounded against 
“gold brick” varieties offered by ped- 
dlers and fly-by-night firms at premium 
prices. 

“Bargain seeds,” the folder reads, 
“are sold by many seed peddlers and 
out of state mail order houses. Farm- 
ers are warned that the experience with 
bargain seeds from unreliable sources 
has been generally unsatisfactory and 
in many cases costly. Troubles from 
these sources are avoided when you 
deal with reliable seedsmen. 

“Before you buy any of these ‘gold 
brick’ varieties consult your established 
seed dealer. He knows which seeds are 
best adapted to Wisconsin climate and 
can advise you which to plant to ob- 
tain the best results. 

“Good seeds cost more than poor 
brands because of the expense of pro- 
ducing the better kinds and preparing 
them for planting. Reliable seedsmen 
have expensive machinery and _ skilled 
workmen to do this work right for you. 
It’s wise economy to pay a little extra 
price for a good grade of seed.” 

The Wisconsin Seed Council was or- 
ganized two years ago this month for 
the purpose of crop improvement 
through the study of seed problems. 
It includes ten organizations and is 
affiliated with the North American 
Seed Council, comprising a national 
unit of many states. It is continually 
expanding its membership and activi- 
ties. Prof. A. L. Stone, in charge of 
seed and weed control, department of 
agriculture and markets, Madison, Wis., 
is president; F. W. Kellogg, Kellogg 
Seed Co., Milwaukee, vice president; 
and E. D. Holden, secretary-treasurer. 

Organizations and agencies compris- 
ing the council and cooperating in the 
crop improvement campaign in addition 
to the Central Retail Feed association 
are the Wisconsin department of agri- 
culture, division of seed and weed con- 
trol, department of agronomy, agricul- 
tural extension service, Wisconsin ex- 
periment station, Wisconsin Chamber 
of Commerce, Wisconsin Brotherhood 
of Threshermen; Wisconsin County 
Agents association and the Wisconsin 
Seed Dealers association. 
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Iowa Grain Dealers’ Convention 
Attracts Large Delegation 


Day Parley Held at Mason City 


Three 


ORE than 1,000 persons gath- 
M ered for the 27th annual con- 

vention of the Farmers Grain 
Dealers Association of Iowa which was 
held at Mason City, January 27 to 29. 
Attendance was the largest in many 
years. 

The Farmers Elevator. Service Co., 
comprised of more than 300 farmer 
elevator companies, organized as a pur- 
chasing and cooperative unit, met in 
conjunction with the association, hold- 
ing their meetings at the Hanford ho- 
tel. 

Headquarters of the grain men were 
at the city armory. 

Heline Chosen President 

Oscar Heline, Marcus, Ia., was elect- 
ed president of the grain association, to 
succeed S. J. Cottington, Stanhope, Ia., 
and Henry Summer, Clarion, Ia., was 
chosen as new director from the seventh 
district to replace Mr. Cottington. No 
other changes were made in the execu- 
tive board. All of the officers of the 
Farmers Elevator Service Co., includ- 
ing Gayle Snedecor, George, Ia., presi- 
dent; Oscar Heline, Marcus, Ia., vice 
president; and M. C. Stark, Luther, Ia., 
secretary, were reelected. 

In his annual address to the grain 
association President Cottington report- 
ed that the organization had succeeded 
in reducing the book accounts of many 
of the members. He explained that one 
county, by cooperative effort, had lim- 
ited its accounts to am average ranging 
between $1,500 and $3,000, giving it the 
best record in the state. 

Carl N. Kennedy, assistant secretary 
of agriculture, who followed Mr. Cot- 
tington, offered the dealers the services 
of his department. He requested the 
grain men to encourage farmers to buy 
seeds from reliable sources and to dis- 
courage back fence trading and pur- 
chasing from firms with poor standing. 

Elevators Retain Numbers 

Farmers’ elevators operating in Iowa 
in 1921 as compared to 1931 are about 
equal in numbers, it was reported by 
Frank Robotka, extension department, 
Iowa state college, who spoke at the 
first evening’s session. He gave figures 
to show that independent elevators had 
also retained their numbers. 

E. G. Dunn, Mason City, a director 
of the association and president of the 
newly-organized Iowa _ Cooperative 
Grain Co., explained the objectives of 
the new organization and expressed im- 
plicit faith in the future of Iowa agri- 
culture. 


George Godfrey, Algona, Ia., opened 


the following morning’s session with a’ 


talk on cooperative marketing. “A farm 
marketing program organized from the 
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top down will not work and a coopera- 
tive marketing organization, to be suc- 
cessful, must be such that it can seil 
itself on its own merits,” he declared. 

The income tax law as it relates to 
cooperative elevators was discussed by 
W. P. Smith, Omaha, assistant collec- 
tor of internal revenue, and Judge Hen- 
derson, commerce counsel to the Iowa 
railroad commission, explained the re- 
vised rates prescribed in the western 
grain rate case decision of the inter- 
state commerce commission. 

Following Mr. Godfrey’s talk, R. K. 
Bliss, director of extension service, 
Iowa state college, discussed marketing 
problems and the function of the far- 
mer’s elevator in this work. He also 
emphasized the importance of distrib- 
uting pure seeds and encouraging far- 
iners to plant them. 

Praises Feed Retailer 

I. A. Fitz, grain futures administra- 
tion, Chicago, then discussed audits. 
The session following his talk was 
turned over to the Farmers Elevator 
Service Co., which read its annual re- 
port. 

Tribute to the man who induces a 
farmer to feed a balanced ration, was 
paid by Rex Beresford, animal hus- 
bandry. division, extension service, Iowa 
state college. 

“The elevator man should be the ad- 
visor of the farmer on feeding problems 
and should be able to help him in se- 


lecting the proper feed,” he said. “The 
feed salesman who sells the farmer on 
the idea of aj balanced ration, is doing 
him a big service.” 

Joe Anderson, Thompson, Ia., the 
next speaker of the session, traced the 
growth of the cooperative movement, 
and discussed the federal farm board. 
F. S. Betz, editor of the Farmers’ Ele- 
vator Guide, spoke on the past, present 
and future of farmers’ elevator com- 
panies. The business sessions were con- 
cluded with the annual reports of com- 
mittees. 

Would Tax Portables 

In its general meeting held at the 
Hanford hotel, the Farmers Elevator 
Service Co. went on record as favoring 
the regulation of portable feed grinders 
through state license fees. Members 
maintained that this type of equipment 
competed seriously with established 
feed mills and elevators which were 
regular tax payers and that some re- 
striction should be placed on it. Power 
costs, handling of gasoline as a side- 
line, and feed mixing were also dis- 
cussed. 

The annual banquet was held on the 
evening of January 28. Earl Hall, city 
editor of the Mason City. Globe-Gazette, 
was toastmaster. Dr. A. Raymond 
Grant, Vinton, Ia., pastor of the Meth- 
odist church, was the principal speaker. 
Brief talks were also given by several 
leading elevator men. 


Feed Men Present Testimony 
At Rate Case Meeting 


HETHER the interstate com- 
merce commission will recon- 
sider its recent decision in the 
western grain case, particularly as it 
affects transit rates on mixed feeds, is 
expected to be known within the next 
30 days. Members of the commission 
heard representatives of the feed in- 
dustry and the railroads present testi- 
mony at a conference which was held 
at Chicago, January 23, and the mat- 
ter has been referred to the entire com- 
mission at Washington and taken under 
advisement. Meetings were also held 
to hear the views of flour millers, grain 
men, cereal manufacturers and others 
interested in the shipment of feeds. 
Transit Changes Protested 
Balthasar H. Meyer, commissioner, 
and Arthur Mackley and George Hall, 
examiners, presided at the conference 
on January 23. Approximately 30 mem- 
bers of the mixed feed industry and 15 
railroad representatives were present. 
Feed men met on the day previous 
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to the conference to determine the pro- 
posal which was to be made to the com- 
mission members. It was the consensus 
of opinion that the present transit rules 
and regulations be retained. 

Under the western grain rate case de- 
cision the use of transit on any mixed 
feeds is eliminated, the time limit on all 
transits is reduced and daily instead of 
quarterly settlements are required on 
transit accounts. These revisions were 


particularly protested by the mixed feed 


men. 

Compromise Is Offered 
A. F. Seay, vice president, Ralston- 
Purina Co., St. Louis, Mo., presented 
the feed men’s case at the conference. 
He recommended that transit should 
be granted on the grain and grain pro- 
ducts content of mixed feeds and that a 
reasonable flat rate, approximating 70 
per cent of the flat grain rate should 
be applied on the balance of the mix- 
ture without any restriction as to the 

(Continued on Page Forty-five) 
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EALERS: SAY, “It’s easier to sell 
NUTRENA Chick Mash than to 
sell against it”... Nearly all dealer 
records show NUTRENA outsells other 
MRCUSPAL OFFICE chick starters in the field. It makes them 

Cc more money. The NUTRENA Mer- 
chandising Plan gets business .... It 


\was conditions ....makes selling easier, 


is geared to meet present day selling 
’ profits surer....It brings in repeat 
business. Gets trade that doesn’t come 
to you now. The NUTRENA Propo- 
sition is a year round business maker 


.«e- It will pay you to handle the 
ae ze NUTRENA line this year .... Write 
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Quaker Feeds Win Repeat Business 
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—for Quaker Dealers 


Season after season you'll find the same customers coming back 
to trade with their Quaker Dealer. They know Quaker has a 
special feed for every feeding job. They've found that by using 
Quaker feeds they can realize the biggest, surest production 
profit. They’re satisfied. And their Quaker Dealer is satisfied. 
Quaker provides him with national and local advertising that 
helps him to build and hold his business. He can get quick 
deliveries on mixed-car lots. Quaker stock and poultry experts 
stand ready to give him helpful information about feeding prob- 
lems. If you would like to know more about the advantages 
Quaker extends to Quaker Feed Dealers, drop us a card—today. 


THE QUAKER OATS COMPANY, CHICAGO, U.S. A. 


aA BARBRA 


BUY QUAKER FEEDS IN STRIPED SACKS 


Za ABA A B EB 


THE FEED BAG—FEBRUARY, 1931 


uaker Z 
‘a US A 
| Quaker 
} iew of the Cedar Kapids, Mi | 


OPEN FORMULA (For the second time in two years, the 
LEGISLATION feed trade has been called upon to de- 

fend itself against the attack of sev- 
eral state senators who are sponsoring a bill which would 
require that all feed distributed in Wisconsin be sold on an 
open formula basis. 


It is hard to understand'just why these senators are so 
anxious to pass an open formula feed labeling law for there 
seems to be absolutely no demand for such a legislation. 

Senator W. W. Hunt, of River Falls, Wis., who intro- 


duced the bill this year, is trying to stir up}some interest in 
the measure among his farmer constituents as evidenced by 
an article he wrote for the New Richmond News of January 
28. He explains his reasons for the bill and then appeals 
for farmers’ support as follows: 

“Tf the farmers of the tenth senatorial district are inter- 
ested in this proposition, and I feel sure that they are, it 
will help materially if they will send in written statements 
to me or petitions which may, be used before the committee 
when the bill comes up for hearing.” 

Open formula feed labeling legislation has never gained 
any considerable support because there are no good reasons 
in favor of it which can measure up to the serious objec- 
tions to such a law. The senators favoring the bill in Wis- 
consin, however, claim that such a law would prevent adul- 
teration of feeds and protect the farmer who is now ‘paying 
fancy prices for inferior products. 

But no open formula feed labeling law can do this be- 
cause it is absolutely impossible to unscramble mixed dairy 
and poultry feed in order to check whether or not the actual 
formula is as stated on the label. Honest manufacturers 
would continue to make an honest feed but any who were 
dishonest could make a feed of the same specifications and 
offer it to the farmers—‘“the same feed for less money’”— 
without fear of detection. 

There is so much variation in the obtainable qualities 
of every single ingredient which goes into mixed feeds that 
the value of a feed must, lie in the results it will produce 
rather than in its analysis or formula. Farmers who trade 
with reliable dealers and manufacturers and who buy their 
feed on the basis of results are successful whether they live 
in Wisconsin or any other state. And Wisconsin has as 
many or more of this type of farmer than any. other state. 
Wisconsin does not need an open formula feed labeling law. 
It would do more harm than good. 


A TIMELY 
SUGGESTION 


Lynne P. Townsend, able secretary of 
the New England Retail Grain Dealers 
association, has an article for this issue of 
The Feed Bag on the value of organization in which he sug- 
gests that it would be a good plan for all feed trade organi- 
zations of the country to unite in a big spring membership 
drive. 

There is no question but what the value of any organiza- 
tion is greater in times of stress than when business is good 
but despite this fact, it seems there are many firms which at- 
tempt to cut their expenses by discontinuing their associa- 
tion memberships or failing to keep up their dues payments. 
The firms which do this are usually the firms which have 
the most need for organization help, according to Mr. Town- 
send, and from our experience with a great many trade or- 
ganizations, we are inclined to agree. ; 

“We live in an age of organization,’ Mr. Townsend 
points out, “and the individual or group which steadfastly 
refuses to face this condition is hound in the very nature 
of things to fall behind. The feed dealer who tries to go 
it alone is selling a customer who has caught the spirit of 
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organization and who probably belongs to some organized 


movement himself. Such a dealer, without question, buys 
his goods from a manufacturer or distributor who is him- 
self a member of an organized group. He does his banking 
with an institution which is a member of the banking asso- 
ciation. His lawyers belong to the bar association and his 
doctor is a member of the medical society. He is surround- 
ed on all sides with organized effort and deals daily with 
people who are members of organized bodies. Yet this 
same feed dealer imagines himself able to carry on as a 
strict individualist and probably wonders what is really the 
matter with him.” 


The New England Retail Grain Dealers association, 
through its president and executive officers, is now making 
strenuous efforts to build up the membership of the organi- 
zation. Several other feed associations, while not now en- 
gaged in special membership campaigns, are also trying to 
enlarge their rosters, so Mr. Townsend comes through with 
a suggestion that all join together in a big spring campaign. 

The Feed Bag believes that Mr. Townsend’s sugges- 
tion is a good one. Perhaps the campaign could be made 
competitive among the various associations, and, if so, The 
Feed Bag would gladly arrange to provide an award for the 
winner. We would like to hear from some of the other as- 
sociation secretaries, including W. A. Stannard of the East- 
ern Federation, W. W. Cummirtgs of Ohio and T. J. Hub- 
bard of Michigan. 


IF WASTE-BASKETS Waste-baskets are designed to be 
COULD TALK just casual and temporary receiv- 

ers of material which is worthless 
er has outlived its usefulness. They are good places for 
used envelopes, pencil shavings, scrap paper, empty cartons, 
gum, etc. 

But many other things, much more valuable, are regu- 
larly assigned to the waste-basket. Letters that seem un- 
important amd advertising literature which we are “too busy 
to read” can conveniently be deposited in the handy waste- 
basket. We often think that many things go to the waste- 
basket when they still have real value and we believe our 
waste-basket, itself, would agree to this if it could talk. 

“Here’s a letter from our local printer,” says the waste- 
basket. ‘He wants to come in and show us an idea of how 
we could improve our letterhead. Frankly, our stationery 
looks terrible, but we have been using it many years, and 
the boss is ‘too busy’ to even see the printer for a few 
niinutes. 

“This big circular is from the manufacturer of the feed 
we handle. The boss said, ‘No wonder feed prices are too 
high,’ when he tossed the circular away. It’s a good cir- 
cular, toos Would tell him many things he doesn’t know 
about feed and help him answer some of the questions which 
our farmer customers are asking him every day. But he 
didn’t read it. 

“Then there came a hand written letter from a fellow 
down the line a few miles asking if we could supply a special 
feed for bass. We certainly could if we would investigate 
the matter but this fellow has a fish farm and the boss thinks 
he’s crazy. Somebody else will undoubtedly get a lot of busi- 
ness from the same man. 

“These are only three of today’s deposits and the per- 
formance is repeated almost every day in the year. The boss 
is a good fellow but anybody with something to sell gets 
his goat and he seldom is ready to listen to anybody else’s 
ideas. He makes some money, of course, and folks say he’s 
successful but he’d be a much richer man if he’d only read 
some of the many things he throws into his waste basket.” 
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Why Postpone 


Profits? 


you put Diamond in your poultry 
mashes now you will benefit by the 
resulting profits for eleven months of the 
new year. Why wait longer to realize the 
maximum saving on ingredient costs? 

A gradually growing list of feed mixers 
who are using Diamond regularly as a 
source of high-quality vegetable protein 
to replace a part of the expensive animal 
feeds attests to the worth of Diamond for 
this purpose. These mixers are saving 
money without sacrificing quality. They 
are not getting any complaints about re- 
duced egg production or slower growth. If 
they were, they wouldn’t keep on with 
Diamond, month after month. 


Diamond Corn Gluten Meal 


can show you the same real saving on in- 
gredient costs. Ask our salesman how— 
or write us direct. 


RATION SERVICE DEPT. 


Corn Products Refining Co. 
17 Battery Place, New York City 


40% Protein 


Manufacturers, also, of 


BUFFALO CORN GLUTEN FEED 
AND 


HEAVY BUFFALO CORN GLUTEN FEED (SWEETENED) 


Gruendler Molasses Process 


Gruendler can now furnish you with a complete COLD 
MOLASSES FEED PLANT on terms that your in- 
creased profits will carry. 


Cattle, hogs, sheep, horses and poultry will eat al- 
most anything that has molasses on it and they will 
do better. It has been proven that 95% of show 
stock have been fed with some kind of Molasses Feed. 


You will serve your community and your customers 
better if you make your own sweet feeds using 
locally grown grains and hay and your product will 
be fresh. 


A sweet feed plant is not expensive and now, with the 
terms Gruendler can give you, you cannot afford to 
wait any longer. Write for our latest literature and 
details. We furnish everything. 


Gruendler Crusher & Pulverizer Co. 
2915-17 N. Market St. St. Louis, Mo. 


Brewers Dried Grains 


(Crown and Hiquality Brands) 


Write or phone for prices 
which are now attractive 


Broadway 4961-4962-4963 


Also at your service when in need of 


Mill Feeds, Gluten Feed, 
Chicken Wheat, Corn 
and Oats 


DONAHUE-STRATTON COMPANY 


Brokers for 
CLINTON CORN GLUTEN—CORN GLUTEN MEAL and 
CORN OIL CAKE MEAL 


Operating Elevators at 
MILWAUKEE—CHICAGO—PORTLAND, ME. 
ST. JOSEPH, MO.—DEPOT HARBOR, ONT. 
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Farm Board, Cash Basis Discussed 


At Mutual Millers Meeting 


McIntyre Condemns ‘Mis-relief’? Program 


EARLY 100 members of the 

Mutual Millers & Feed Dealers 

association attended and en- 
joyed the two day session of its annual 
mid-winter convention in the Hotel Buf- 
falo, in Buffalo, January, 16 and 17. 

President Young, Alden, N. Y., called 
the meeting to order on the first day 
and conducted the sessions which fol- 
lowed. 

F. M. McIntyre, Potsdam, N. Y., 
president of the Eastern Federation of 
Feed Merchants, was the principal 
speaker at the single session of the 
first day’s program. He devoted his 
topic principally to the subject of what 
he termed the farm “mis-relief” pro- 
gram of the federal government. 

Private Business Menaced 

The undue aid being given the coop- 
erative organizations is proving a real 
menace to long established and efficient- 
ly operated private business enterprises, 
he said, while the attempts at price 
fixing, he claimed, have brought only 
disaster to all concerned. 

As an example of the extreme to 
which the federal policy has gone in 
its supposed program of farm relief, 
Mr. McIntyre showed that there is on 
the statute books a law under the pro- 
visions of which a dealer may be fined 
$100 if he even attempts to get a mem- 
ber of a cooperative association to buy 
supplies from him. 

Competition of Cooperatives 

Following his address there was an 
informal discussion among the members 
of the cooperative feed producing and 
selling agencies. Several members said 
that they had been informed that one 
organization in particular has put its 
feed mill on a strictly business basis, 
forcing it to pay its own way, and that 
as a result, is being forced to charge 
higher prices for its feeds than former- 
ly. 

The opinion was expressed that there 
is now for the first time in recent 
months slightly less vigorous competi- 
tion from this source than has hereto- 
fore been experienced in this vicinity. 

A dinner in the hotel was followed 
by a theater party at a nearby theater. 
Several of the ladies of the ensemble 
showed great liking for certain feed 
merchants, it is related, but the latter 
conducted themselves with their usual 
propriety and dignity returned 
promptly to the hotel for a discussion 
of business matters which broke up as 
the dawn crept out of the east. 

Fahnestock Is Speaker 

At the closing day’s session P. D. 
Fahnestock, Buffalo representative of 
The Feed Bag, was the speaker. He 
told of Buffalo’s steady growth in im- 


portance as a producer of feeds to its 
present point, the 1930 output being 
50,000 tons of millfeeds and 2,000,000 
tons of mixed feeds. Mr. Fahnestock 
also gave statistics on the general busi- 
ness trend of 1930 and the outlook of 
leading industrialists of the Buffalo dis- 


Frank J. Young 


M. C. BURNS, president of the 
Traders & Producers Feed & Grain 
Corp., Buffalo, was confined to his 
home in that city for more than a week 
recently as a result of striking his knee 
against a sharp corner on his desk. 


Large Quantity of Wheat 
To Be Used as Feed 


The United States department of ag- 
riculture estimates that 236,000,000 
bushels of wheat will be fed to live- 
stock this year. This compares with 
only 90,000,000 bushels fed to livestock 
last year, and is attributed to the short 
corn crop, owing to the drouth and the 
federal farm board’s campaign for feed- 
ing wheat to livestock. 

The supply of wheat for the 1930-31 
season was estimated at 1,115,000,000 
bushels. After allowance for the 
amount to be fed to livestock, seed re- 
quirements, 500,000,000 bushels to be 
made into flour and 70,000,000 bushels 
zlready exported, the wheat surplus re- 
maining is 230,000,000 bushels. 

The supply of corn, oats, barley and 
grain sorghums this year is about 10 
per cent, or 10,000,000 tons below 1929, 
and the supply of hay is 13 per cent, or 
15,000,000 tons below 1929. 
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trict as to 1931. 

Pennsylvania delegates introduced the 
subject of a proposed tonnage tax on 
mixed feed production in that state. 
After discussion it was voted to oppose 
this tax and to seek continuation of the 
present $25 state license for mixing 
feeds. 

Another topic from the Keystone 
state was the tax for chopping whole 
grains. It was said that while this is 
assessed against mills it is not collected 
from farmers who engage in the same 
business. No action was taken on this 
subject, however. 

Next Meet at Chautauqua 

Officers of the association were au- 
thorized to call the mid-summer meeting 
which probably will be held at the 
Chautauqua institution on Chautauqua 
lake in August. A program of games 
and sports will be arranged, also a visit 
to one of the best attractions of the 
original Chautauqua. 

Many of the delegates remained to 
visit the Buffalo auto show before re- 
turning to their homes. 

The subject of cash operation was 
discussed informally, several dealers 
expressing the opinion that this method 
of doing business had recorded substan- 
tial gains in western New York and 
northern Pennsylvania during the past 
year. 


LOUISIANA STATE. university, 
Baton Rouge, La, has invited 
the commercial feed men in the state 
to meet at the university February 12 
to discuss general topics on live stock 
feeding and handling. The school’s live 
stock specialists will have charge of 
the meeting which will be the second 
held in the state for giving feed mer- 
chants beneficial instruction. 


F. J. HOSKING, bureau of agricul- 
tural economics, United States depart- 
ment of agriculture, will deliver a radio 
address on the current feed situation 
over the National Broadcasting Co. sta- 
tions, between 11:30 a. m. and 12:30 
p. m., central standard time, February 


PROCTOR & GAMBLE, Cincin- 
nati, Ohio, has purchased the cocoa- 
nut oil crushing mill of the Oil Seeds 
Crushing Co., Baltimore, Md., and the 
firm can now extract oil from copra 
directly as it is received from the steam- 
er, instead of shipping the copra to 
its plant in Cincinnati by rail from 
New Orleans. The mill is one of the 
largest of its kind in the country. It is 
planned to produce other products such 
as sesame seed oil and palm kernel oil 
at the Baltimore plant. 
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The finest quality pro- 
ducts at the lowest 


E price—that is the tribute 
R Ly paid us daily by satisfied 


Steelcut Oatmeal 
Whole Oat Groats 


will help you 


Feeding Oatmeal 

Hygrade Oatfeed (11% Protein) 
Reground Oat Hulls 
Unground Oat Hulls 


Wire us for Quotations 
Three Minute Cereals Co. 
e e Dept. 13 Cedar Rapids, Iowa 


It’s FREE— write for a quantity; 
distribute them to your customers 
The highlights of modern feeding methods condensed FE. S. Woodworth & Co. 


into a small folder—just the thing to hand out to 


your customers. Or mail it with your statements. MINNEAPOLIS, MINNESOTA 
Fits a No. 6 envelope—light in weight. 


Offer a complete line of 


Chock full of valuable information. Shows the 
farmer the importance of feeding balanced rations. 
That means he is going to buy other feeds from you 


as well as Linseed Meal. Gives both home-mixed M llf d 
and ready-mixed rations. Helps you sell ready- 1 e © S 
mixed feeds as well as grains and supplements. OIL and COTTON SEED 


If you sell ready-mixed feeds, be sure they contain MEALS 
Linseed Meal. Farmers expect to find it listed on 
the label. Show them it’s there. It’s the biggest either straight or mixed cars. 
selling point a ready-mixed feed can have. 


Large warehouse facilities and com- 


Write for a quantity of these valuable leaflets to- plete stocks insure prompt shipment. 


day—you will find them valuable little money-makers 
for you. 


LINSEED MEAL EDUCATIONAL COMMITTEE G ° 
Dept. 92 Fine Arts Bldg., Milwaukee, Wis. raln We offer: 
Oats, Corn, Rye, Barley 
and Chicken Wheat 
(WRITE. WIRE OR PHONE 


MEAL (ATLANTIC 4593 for PRICES 


The Universal 
AEG.U.S. PAT, OFF Protein Feed 
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Is Your 


Business 


Slowing Upr 
Then Step on Gas 
By Advertising 


in Your Large 

Load of Grist- 
There are just three days left for you to get in with 
the largest load of grist and get that sack of Flour 
we are giving away. We have kept on the jump the 
past week but we are equipped to handle your grist 


without delay. Bring in your grist before Saturday 
night—you may get the Flour. 


We also handle all kinds of feed 
and do custom cob crushing 


New Richmond Roller Mills 


S. DORGAN, Mgr. 


100 Pounds Net Weight 


CARL’S LAYING MASH 


Ingredients:- Corn, Wheat, Oats 
Shorts, Meat Scraps, Alfalfa, Salt 
Oil Meal, Soy Beans. 


Fat 6.00 per cent 
Protein 19.00 per cent 
Fibre 8.00 per cent 


MANUFACTURED BY 


CARL E. SCHMIDT 
FARINA, ILLINOIS 


HEN your car is climbing a 

hill and begins to lose momen- 

tum it is ridiculous to at- 
tempt to make progress by shutting off 
the gas. Likewise, it is folly for a 
business man to cut down on his power 
—advertising—when sales are more dif- 
ficult to obtain. 

Prices of farm products have dropped 
to pre-war levels. The farmer’s in- 
come is drastically reduced. He pur- 
chases with more caution, is more hes- 
itant about spending money, and con- 
stantly watches for bargains. Particu- 
larly, at this time, it is necessary for 
a dealer to use advertising not only 
abundantly but effectively. He is 
climbing a sales hill and must step on 
the gas. 

Advertisements Analyzed 

In an effort to learn what retail feed 
men are doing at this time, how they 
are advertising, and what ideas they 
are using, The Feed Bag obtained clip- 
pings of newspaper advertisements from 
all sections of the country, and ana- 
lyzed them. Three weaknesses were 
apparent. 

1. Too many advertisements con- 
tained a mere announcement that a 
brand of feed and a complete line of 
other products were sold by the store. 
No prices were mentioned; nothing 
specific about the product and how it 
would make more money for the feed- 
ers was emphasized. 

2. Photographs and 
were too sparingly used. 

3. In many cases an attempt was 


illustrations 


made to crowd too much copy into 
the space occupied. 

Many of the advertisements, how- 
ever, had every qualification for real 
sales getting. Several clever ideas 
were employed. 

Run Farmers’ Want Ads 

The New Augusta Grain & Supply 
Co., Zionville, Ind., published half-page 
advertisements in the local newspaper. 
One right hand column of the ad was 
reserved for the patrons. They were 
permitted to publish “for sale’ and 
“wanted” items in the space. This idea 
served two purposes. It attracted 
farmers’ attention to the advertisement 
because it told them what their neigh- 
bors were offering for sale. Conse- 
quently, their attention was also at- 
tracted to the items which the firm ad- 
vertised. The “for sale-wanted” column 
also helped to build good will, because 


it enabled the customers to dispose of 


their products with the cooperation of 
the feed company. It indicated that 
the firm was willing to help its patrons 
as well as to sell them goods. 

In the left hand column of the ad- 
vertisement specials for Saturday and 
Monday were published with prices 
listed in bold faced type. The remain- 
der of the space was devoted to gen- 
eral merchandise which the company 
handled. Illustrations of farm animals 
and of the products themselves were 
used. 

Traded Bran for Wheat 

A small but effective advertisement 

was recently published by the Man- 
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Monroe Roller Mills 


Phone 495 


Here are some of the better ads used by 
feed stores in various sections of the country. 
Notice the attractive illustrations in the 
one above. At the extreme left a business 
building idea is cleverly put across. Ample 
white space was used in the ad at the left. 
Note how it stands out. 


chester Roller Mills, Manchester, Ohio. 
“Mr. Farmer,” it read. “If you are 
feeding wheat, we will give you 2,400 
pounds of bran for 2,000 pounds of 
wheat and it will be better feed for 
your cows than the wheat.” 

Undoubtedly, this firm was able to 
move a large stock of bran and obtain 
a profit on it. 

Considerable interest was created by 
an advertisement which was used by 
Fireland’s Elevator Co., Norwalk, Ohio. 
In the left hand corner of the space 
occupied appeared a_ high-stepping 
rooster, toting a cane under his wing 
and sporting a gay hat, cigar, and a 
diamond stick pin. The sporty chan- 
ticleer was nick-named colonel. Under 
the caption “Colonel Sez” were pub- 
lished items of outstanding egg records 
made by farmers using the firm’s feeds. 
This type of advertising brought before 
the farmer a mass of local evidence in 
an interesting, forceful style. 

Uses White Space 

Leading advertising experts agree 
that ample white space is essential for 
an effective advertisement. Carl E. 
Schmidt, Farina, Ill., believes in this 
policy and obtains attention value by 
running a single column ad in the cen- 
ter of two columns of space. His trade 
mark is placed at the top with the 
name of the feed offered and an analy- 
sis of it published with his firm name 
at the bottom. The advertisement 
stands out conspicuously among all the 
others about it. 

Farmers are hard to convince, and 
more so during times of depression. 
Considering the situation the Rush 
County Mills, Rushville, Ind., recently 
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published an, effective “reason why” ad- 
vertisement in their local newspaper. It 
read: 


“BUSINESS IS GOOD AT THE 
RUSH COUNTY MILLS, Because: 


“We are keeping up with the ever 
changing demands for feeds. 

“We have a grinder and mixer at 
your service that enables you to have 
your own feeds ground and mixed with 
any other ingredients you wish. 

“We ship our feeds in carload lots, 
thereby getting them at first cost. 

“We have volume enough to turn 
our complete stock over every two 
weeks which guarantees fresh stock. 

“We only make and handle the best 
quality of feeds. 

“We deliver for the small charge of 
$1.00 per ton to any place in the county. 

“We have the lowest possible prices 
at a]l times. 

“The above are only a few of the 
many reasons why business is good 
with us. ... Get our quotations, see 
the quality of merchandise we handle 
and we are sure you will be a regular 
customer.” 


Boosts Grist Business 


The Barron, Wis., branch of the New 
Richmond Roller Mills Co., New Rich- 
mond, Wis., recently published a series 
of advertisements offering a sack of flour 
free to the customer who brought in 
the largest load of grist. Grinding busi- 
ness was greatly increased, and at the 
same time sales of other items were 
boosted by the advertising and the ad- 


HEY! 
MR. 


If You arefeeding wheat, 
LISTEN, we will give you 
2400 lb. of Bran for 2000 
lb. of wheat and it will be 
better feed for your cows 
than the wheat. 


Manchester 


Roller Mills 


The Manchester Roller Mills, Manchester, 
Ohio, boosts its sale of bran by employing 
the idea expressed in the above ad. 
ditional customers it attracted to the 
store. 

Several feed firms took advantage of 
illustrations and prepared advertise- 
ments offered by the manufacturers who 
supplied them with feed. In most cas- 


es the layouts were more attractive and 
had more punch than those which were 
prepared by the dealers themselves. 

Most local newspapers have illustra- 
tions showing farm animals and chicks. 
These may be obtained on request and 
ordinarily free of charge by the dealer. 
Illustrations enliven an advertisement 
and increase its sales-getting power. 
They attract the eye to accompanying 
copy. 

It will pay dealers to give more 
attention to their advertising and to 
strive to make it an effective means of 
sales-getting, always, but particularly 
now when the going is up hill and it 
is necessary to apply more power. 


ADVERTISE OVER RADIO 

Kiel Roller Mills, Kiel, Wis., is con- 
ducting a radio advertising campaign 
over station WHBL, Sheboygan. The 
company goes on the air every Tues- 
day, Thursday and Saturday at 12:50 
p. m. The campaign was begun Janu- 
ary 20 and will continue for two 
months. Feed mixing service and pro- 
ducts sold by the firm are called to 
the attention of the farmers between 
entertainment numbers. 


A. H. AUSTRIA, Omro, Wis., has 
remodeled his mill and installed a feed 
mixer. 


HONEY DEW FEED STORE, 
Muscatine, Ia., has been opened for 
business by the Fagan brothers. 


MILL 


Attrition Mill. 


most profitable feed grinder. 


BOX 318 


Power Transmission Appliances. 


Today Monarch Attrition Mills are built 
to even higher quality standards and operating 
efficiency has been wonderfully improved. In 
fact we guarantee without hesitation that the 
Monarch will grind more tons with less cost 
than any other grinder built. 
pleasure to give you complete details of this 


SPROUT, WALDRON & Co. 
MUNCY, PA. 


Chicago Office, 9 So. Clinton St.; Kansas City Office, 612 
New England Bldg.; Buffalo Office, 725 Genesee Bldg. 
Flour Mill Machinery--Feed Mill Machinery -- Grain 
Elevator Equipment -- Material Handling Equipment-- 


““THE MONARCH ATTRITION 


is the most remarkable Machine 
we have ever operated.”’ 


That from the F. C. Ayres Milling and Grain Co. who have been 
operating a Monarch Bearing Attrition Mill for 22 years. 


They have according to their own statements put enough grain 
through this feed grinder to ruin a half dozen ordinary grinders. 
Thousands and thousands of cars of corn have been ground on this 


It will be a 
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Builds Successful Feed Business 


Within Four Months’ Time 


Direct Contact With Trade Gains Sales 


cent increase in sales since I 

started selling feed _ three 

months ago,” said Everett Gregory, as 

he leaned over his desk, figuring per- 

centages in his office at Gosport, Ind. 

“I believe,’ he continued, “that so- 

liciting and establishing direct contact 

did more than anything else to boost 
my business.” 

Mr. Gregory took on feeds in August, 
1930. He started advertising through 
the mails and sent a man into the coun- 
try soliciting. He obtained results im- 
mediately. He also advertised in his 
community paper and in those of neigh- 
horing towns. 

Sales Steadily Increase 

The increases in sales over the first 
month since he started selling feed were 
September, 75 per cent; October, 94 
per cent; November, 104 per cent. 

A truck is sent four times a week 
over four different routes in the country 
delivering feed already ordered and so- 
liciting new orders. 

Once every two weeks Mr. Gregory 
has a feed expert cover the routes and, 
also, some new territory. The expert 
consults with the farmers, tells them 
how to use their feed, investigates the 
methods they have been using, checks 
the results obtained and makes new 
contacts for more feed sales. 

“One of the greatest helps,’ Mr. 
Gregory said, “has been the distribu- 
tion of pamphlets to the farmers on 
how to feed and how much to feed.” 

Distributes Pamphlets 

New pamphlets are prepared three 
times a year and each time a new 
phase of the problem of feeding treated. 
These are distributed by the man who 
drives the truck over the routes and 
by the solicitor when he makes his 
calls. Some of the farmers may not 
care to buy feed at that time but they 
always take a pamphlet. Mr. Gregory 
claims that 80 per cent of those who 
received pamphlets came back later to 
order feed and those who ordered only 
a small amount of feed for a trial have 
come back and ordered larger quanti- 
ties. 

A farmer came into the office and 
said: “I want to get some more of your 
feed. I’ve had the best bunch of pigs 
I ever raised since I’ve been using that 
hog feed.” 

Stresses Sincerity 

“I think there is a lot in the way 
cne approaches the farmer,” Mr. Greg- 
ory added. “So many people have tried 
to fool him and when you let him know 
that you want to help and not put some- 
thing over on him, you’re going to get 
a lot better results. 


(¢¢ Y ES, sir, I have’had a 104 per 


“We tell him that we want him to 
raise all the home grain he can and 
let us furnish what he can’t raise in 
order to make a well balanced ration 
for his stock. We only want to sup- 
ply the things that are needed and are 
not in the home grains. This really 


Everett Gregory 


helps to make his home feeds go far- 
ther.” 

As soon as different selling methods 
have been given a chance to show their 
results, Mr. Gregory plans to develop 
a chart showing the results of direct 
mail advertising, distribution of pam- 
phlets, of having the expert in the feed 
line advise the farmers and of advertis- 


CHESTER THOMAS, Anderson, 
Ind., was appointed receiver for the 
Urmston Grain & Seed Co., against 
which the Robinson Lumber Co., Alex- 
andria, Ind., brought suit for collection 
of an unpaid account. Mr. Thomas 
has taken charge of the property and 
will operate the business under court 
orders. 


KEARNEY ELEVATOR CO,., 
Grinnell, Ia., has purchased the feed 
business of J. E. Norton and moved the 
stock to its elevator. 


MONSON & ANDERSON, Rich- 
land, Center, Wis., have opened a feed 
store and installed a feed mill. 


TAMARACK FEED MILL, Ar- 
cadia, Wis., was destroyed by fire re- 
cently with an estimated loss of $2,500. 


HENRY J. ERICKSON, Blanchard- 
ville, Wis., has purchased Sever Dis- 
rude’s feed and coal business. 
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ing in community papers. 

Mr. Gregory has three feed store 
rooms, a display room and an office. 
In the summer time he arranges a dis- 
play in front of the building. The win- 
ter display room is a small one through 
which the customer must pass before 
reaching the office. It is decorated 
with signs, sacks of feed arranged in 
an attractive manner, and a small table 
stands nearby, with pamphlets available 
for the customers. 

The telephone rang and Mr. Gregory 
was called away. It was a long dis- 
tance call from a man at Martinsville, 
Ind. He had 30 cattle to feed, and 
wanted to know if he could get 2,500 
pounds of feed delivered to him that 
afternoon and Mr. Gregory was right 
on the job to give prompt service. 

“Surely,” Mr. Gregory said. “I'll 
send the truck up with it right after 
dinner.” 

“Calls like that make the feed busi- 
ness interesting and worthwhile,” he 
said, returning from the telephone. “He 
is one of the biggest dairy men around 
here and I’ve been trying to sell him 
feed for 4 long time. This is my first 
big order from him since the solicitor 
saw him. That solicitor of mine is a 
good one. He makes a good first im- 
pression, he shows the people how they 
can figure how much they have made 
or lost by buying a sack of feed and 
he makes them want to buy feed by 
picturing extra profits. It’s a great 
business—this selling feed—you’ve just 
got to know how to approach the 
people.” 


LIPSCOMB GRAIN & SEED CO., 
Inc., Springfield, Mo., feed manufac- 
turers, have increased their capital 
stock from $75,000 to $400,000 and 
plans a large expansion program. C. 
Lipscomb is president and general man- 
ager and R. F. Smalley is manager of 
the poultry and dairy feed department. 


KELLING FEED STORE, Elyria, 
Ohio, was destroyed by fire, January 
15, with an estimated loss of $20,000, 
which was only partly covered by in- 
surance. 


WASHINGTON CONVENTION 

Timely trade topics will be discussed 
at the annual meeting of the Feed Deal- 
ers Association of Washington which 
will be held at the Tacoma hotel, Ta- 
coma, Saturday, February 21. An un- 
usually large attendance is expected. 
Special entertainment will be provided 
for the convention. Dealers who plan 
to attend are requested to make reser- 
vations now. 
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Our new “1931 Feeding Practices” is a 
manual on feeding for profit. It proves the 
value of COTTONSEED MEAL in the 
livestock ration. The information in this 
book has been approved by leading col- 
leges and universities. Thousands of feed- 


Cottonseed Meal 


On the Analysis Tag 
Means Quicker Turnover 


COTTONSEED MEAL is rapidly becoming the favorite protein 
concentrate of thousands of livestock and dairy farmers. This 
widespread, rapidly increasing demand for COTTONSEED MEAL 
can mean but one thing for wide-awake feed dealers and feed 
manufacturers—turnover. More than ever before feeders are 
demanding results in the feeds they buy. A great national 
educational program, plus results in the barn, in the feed lot 
and on the range, has established COTTONSEED MEAL in the 
minds of feeders as the nation’s most economical and dependable 
protein concentrate. COTTONSEED MEAL in the feed yoz sell 
will mean quicker sales, greater volume and increased profits 
because it means to the feeder the highest production at the 
lowest cost. Let us prove these statements for you. Write us. 


ers-farmers are making greater profits by 
following the suggestions it contains. 


Educational Service 
National Cottonseed @ttonsee} Products Association 
1408 Santa Fe Building ap Ross 1207 Nat'l Loan and Exchange Bank Bldg. 
Dallas, Texas E.S.N.CPRA, Columbia, South Carolina 


IF IN NEED Inexpensive [ngredients 


For Mixers 
Dried Skimmilk | 


Poultry Wheat a Specialty 
Barley—All Grades 
Corn—Oats—Mill Oats 
Barley Needles—Ground Screenings 
Ground Oats—Ground Barley 
Ground Screenings with 
Molasses 
Fish Meal Mineral Mixtures 


N. W. Distributors Squibbs Grade A 
«» Poultry Cod Liver Oil U. S. P. 


La Budde Feed & Grain Co. 


MILWAUKEE, WISCONSIN 
Anything In Feeds 


or Pure 


Dried Buttermilk 


It Will Pay You to Wire US 


Car Lots Ton Lots 


STUHR-SEIDL CO. 


Chamber of Commerce » 


Minneapolis 
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Advertising Plan Builds Up Sales 
To $40,000 a Month 


Even 


HE Security Feed & Supply Co. 

built up a cash feed business of 

about $40,000 a month at Van 
Nuys, Calif., in two years’ time without 
any salesmen operating in the territory. 
Cash prices and clever, peppy weekly 
advertising in a local newspaper did the 
trick. 

The newspaper advertising campaign 
costs $125 a month while salesmen out 
on the field charged with the business 
of developing that much volume would 
have cost the firm no less than three 
times that amount, according to D. 
Gresby, manager. 

The advertisements used are a news- 
paper within a newspaper, called “The 
Security Salesman.” The size is usual- 
ly sixteen inches deep by five columns 
wide. Occasionally the ad runs up to 
twenty inches deep. 

Selling strictly for cash, a new move- 
ment in San Fernando valley, which 
has recently been adopted by several 
firms, permits the Security Feed & Sup- 
ply Co. to sell at low prices. The over- 
head is also greatly reduced by the 
newspaper selling method. 

Sells on Cash Basis 


The public cgnfidence which the firm 
enjoys is apparent from the fact that 
a disastrous fire which recently des- 
troyed the mill at Van Nuys did not 
reduce the amount of sales. The 
grinding and mixing during the rebuild- 
ing interval is done at the other mill 
belonging to the same firm at North 
Hollywood. 

“We are fully converted to a cash 
business,” says Mr. Gresby. “Over 
head can be greatly reduced with con- 
sequent saving to the consumer. Our 
store and mill at Van Nuys offered 
from the first a fair and legitimate sav- 
ing to the pouitryman. His cash talked; 
our advertisements took the message to 
him with as much regularity and with 
much more force than a_ salesman 
could take that message. By an extra 
effort he was able to pay cash, although 
he may have thought he wasn’t able 
before he tried. The ads, educational 
in their nature, peppy in their make- 
up, told him something he already had 
in the back of his head. He acted on 
the suggestion and began patronizing 
our store. In no time our mill at Van 
Nuys was running at capacity and it 
never quit until it was destroyed by 
fire only recently. In the meantime, 
while we are waiting for its replace- 
ment, we are doing our grinding and 
mixing at North Hollywood, and 
everyone is standing by us. 

“We believe that good feed and good 
cash prices, advertised consistently in a 
peppy way, bring business.” 


Fire Loss Didn’t Stop Increase 


THE 


Security Salesman 
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POULTRYMEN DESERVE MUCH BETTER RETURNS! 


Time Has Come| 


For Poultrymen 
To Get Wiser 


Poultrymen of San Fernando Va'ley are de- 
serving of much greater returns for their 
hours of tireless effort than they are -now 
receiving. 

Toiling from the break of dawn until after 
dark, many poultrymen in the Valley put as 
-much as sixteen hours a day at their work, 
yet under present conditions their compensa- 
tion is not in keeping with the effort expended. 

The time has come for Valley poultrymen 
to get wise to a‘number of things that will 
help them receive a proper return from their 
efforts. The Security Feed & Supply €o., with 
its rock bottom price level, has helped many 
poultrymen to “find themselves.” and turn 
their loss into profits. 

As long as poultrymen continue to pay high 
prices for their products without protest and 
continue to believe rumors that the “Security 
can’t sell feed that cheap,” just that long will 
they be penalized from i5¢ to 25¢ per sack, 
money that might just as well be turned into 
additional profits for them. 


Try One Flock On 
Security Mashes 


Security Feed & Supply Company stands be- 
hind Security mashes with a guarantee that 
they are as good or better than any high 
priced mash on the market. 

Poultrymen who doubt the quality of these 
mashes are urged to make this experiment. 

Take one flock of your hens and change 
them to Security mash and if you do not get 
better results in a very short time, we will be 
very much surprised. 

That is the experiment that a number of 
poultrymen have performed and-the result has 


We estimate by what Security’s custo- 
mers say that poultrymen can produce eggs 
at 12% cents per dozen on ity Feeds. 


This is very simple because every 
sack of Security mash contains 
high grade Bakers Milk, Chinese 
Herb Oil and Nopco-XX Cod Liver 
Oil, the cream of all cod liver oils, 
the highest yitamin proficiency of 
any cod liver oil on the market, 
and it doesn’t cost you any more. 


With Higher Prices for Eggs—and 
Security’s lower prices for feed, 
poultrymen should and will pros- 
per. 


We are reasonably certain that there will 
be a better egg market than there has been 
for some time. That the poultrymen will be 
better paid for their product and that an era 
of making monev and a just return for their 
hard work is in sight. We sincerely hope for 
higher prices for ezgs and poultry, but it will 
always be Security’s aim to keep the poultry 
business profitable by continuing to help the 
poultryman in fact, and not on paper alone. 
We believe we can do this by keeping the 
price of feed down, selling for cash and give 
the purchaser of Security feeds every possible 
advantage. 

Security buvs for cash, employs no sales- 
men, no solicitors or bookkeepers and has no 
bad book accounts. All this saving we pass on 
to the poultrymen. Every day ee business is 

and new re added to 
the long | list of Se Security’s satisfied patrons. 
Quality and price is the reason for it. Put 
Security to any test and it will make good. 

Security isn’t a guess work business—it’s 
an established fact. Security appeals to the 
Valley feed dealers to join in lower feed 
prices and thus place the poultry business 
here on a more sound and secure basis. 


Security guarantees to furnish 
better results for poultrymen for 
less money than any other feed 


SECURITY’S LOW 
CASH PRICES 


The Poultrymen’s Protector 


55 
Security’s 2-1 Combination —_ 


ing Mash with Baker's Mi 


Nope RE Cod, Liver, Oil 40 
Dr. Miller’s Mash yh 


1 
Note. This price on cracked corn based on today's mar- 
et is below car load prices. We reserve the right to 
mit quan 


$1.55 


Foulirymen. be careful when you Ld 
There is a lot of smutty, washed, cheap wi 


Seqwity Fes $2.85 
Hi Quality $2. 20 


Per 100 Ibs. 


Mixing 
Security Feed % Supply Co is 
doing custom mixing for poul- 
trymen. Com pare Security's 
custom mixing prices and qual- 
ity with those of other feed 
companies. No extra charge for 


poulirymen have performed and ibe result has | concern in Southern California. |mixing. The price includes 
flock to Security mash. Find out for yourself! mixing. 
This is Our 713th Bargain Day 


NOT LESS THAN FIVE SACKS DELIVERED AT THESE LOW PRICES 


You don't bave to be afraid: Security absolutely guarantees that it uses no molasses (residue) im its mashes.and is satisfied with its small profits 


SECURITY FEED SUPPLY 


THE POULTRYMEN’S FRIEN! 


Main Plant: Corner Bessemer and Sylmar, penetra B. Neuhoff Cannery. 
Reseda Branch: 7149 Reseda avenue, Reseda 


PHONE VAN NUYS 157 


ILLINOIS FEED & ELEVATOR 


Co., Bloomington, Ill, has been re- 
organized by C. F. Scholer. The name 
has been changed to Illinois Feed & 
Grain Co. The new officers are C. F 
Scholer, president; H. C. Gring, vice 
president; Earl Steele, secretary, and 
H. D. Hanger, treasurer. The mill 
will be operated along the same lines 
as the former company and an expan- 
sion program has been planned. 
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DICK REISER, Reiser Feed Co., 
Long Lake, Minn., is passing around 
rabbit feet to several of his friends. 
The bunny furnishing the feet was shot 
by Mr. Reiser on January 13, in a 
cemetery at midnight. S. L. Pries, 
Maney Bros. Mill & Elevator Co., is 
one of the owners of the lucky feet. 


L. G. STOECKER, Princeville, Ill, 
has opened a feed store. 
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LARGER 7 SECURITY 
VOLUME FEED 
LOWER EVERY 
PRICES 
NEED 
4 
| 
| 
| per 100 ° 
| Dr. Miller’s Formula Baby Chick : 
Starter. with Baker's Milk. 
Nopeo-XX Cod Liver Oil and $3 35 : 
Chinese Herb Oil, per 100 Ibs..... 
er’s Milk, Nopco- 
Liver Oi! and Chinese Herb oi, $2 55 es 
| Fancy Steel Cut Cracked Corn, 
| Fanc 
| market that you cant see, inet may cause you 4 a 
Security positively does not handle this kind of wheat. Siti det 
Fancy Rolled Barley, ee 
Per 75 Ibs..._... $1 .20 


‘CHAMPION HENS ARE FED! 
REEF BRAND. THEIR WORLDS 

LAYING RECORDS TELL THAT REEF 
Ce BRAND WILL GIVE 
YOU EXTRA EGGS 
AND EXTRA MONEY, 


This picture is printed 
over 6 million times 
amonth .... 


The Reef Brand Hen is going to market, a 
greater market for you. Throughout the na- 
tion, in the leading farm and poultry journals 
and trade magazines, this hen is showing poul- 
trymen and farmers the differences in oyster 
shells; the definite superiority of Reef Brand 
over all substitutes. 


In clear, direct terms based on facts, this hen 
tells millions of readers about the championship | 
qualities of Reef Brand. These advantages of 
Reef Brand are known to wise buyers. They 
ask for Reef Brand. They have confidence in 
the store that sells the oyster shell of champion 
layers. 


This hen is selling for you. Have Reef Brand 
on hand and prominently displayed. Cash in on 
the demand this Reef Brand Hen is creating for 
quality shell. 


Reef Brand “Eggshellers” Stations 
WLS, KMOX, KFH, WIBW—Tune In! 


Bra 


REGISTERED IN U.S. PATENT OFFICE 


PURE CLEAN ODORLESS 
OYSTER SHELL 


GULF CRUSHING CO NEW ORLEANS, U.S A. 
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Bigger Profits 


for the 
Poultryman 
and 


Dealer 


A hen quits laying when she runs out of 
material with which to manufacture eggs. 
And then the poultryman and the feed 
dealer are both losers. It doesn’t pay to 
sell or use a ‘‘cheap’”’ feed. 


There’s no chance for the hen to run out of 
egg making material if you sell and feed 


Doughboy Laying Mash 


It containsall the necessary nutrients in the 
correct proportions for the most efficient 
production. Doughboy Laying Mash is 
relished by hens. They like the flavor, 
thus increasing the mash consumption and 
enabling them to produce more and better 
eggs. Doughboy fed eggs have vitality 
built into them and, in turn, produce strong- 
er chicks and bigger hatches. There’s true 
economy in the Doughboy line of feeds for 
poultry and all live stock. 


‘Look for the Soldier on Every Sack’’ 


New Richmond Roller Mills Co. 


NEW RICHMOND, WIS. 
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Feeding Experts Develop Business 


For Bloomington Milling Co. 


Boost Annual Volume to 25,000 Tons 


are trained stock and poultry ex- 

perts, Tom and William Karsell, 
Bloomington Milling Co., Bloomington, 
Ind., have built up their feed business 
from 15,000 to 25,000 tons annually in 
the last 10 years. This is partly due 
té the increased use of concentrated 
feed during the period, but William 
Karsell, junior partner, attributes more 
than one-third of the gain to the use 
of these experts. 

The owners collaborate with the 
salesmen in covering the selling terri- 
tory of a 100-mile radius, making it pos- 
sible to visit every customer and pros- 
pect at least once in every three weeks. 

Show Gain in 1931 

Despite the severe slump in feed 
prices, averaging $15.00 to $20.00 a ton 
during 1930, the Karsell brothers have 
been able to show a slight increase over 
last year’s sales. This has been pos- 
sible largely because of their established 
custom of rendering personal service 
free to customers, which has not only 
built up a large trade over the period 
of 10 years it has been in use, but has 
steadily increased the list of farm pa- 
trons. 

In putting the system into effect the 
salesmen have been advised to stress 
only one line of sale. Entering the 
barn lot, the salesman, by a few adroit 
questions scattered through the general 
conversation, soon finds out what 
amount and kind of stock Farmer Jones 
is feeding. Jones, having a large herd 
of dairy cattle, usually insists on show- 
ing it to the salesman, explaining the 
respective merits of each cow and any 
trouble he may be having with them. 

Warming up to his subject, after an 
inspection of the ailing heifer, the sales- 
man soon suggests one or more reme- 
dies. Perhaps it may be necessary to 
buy some medicine, but more often a 
change in rations is suggested as a cure. 

Give Follow-up Service 

This easily leads to a discussion of 
feed for the entire herd and the merits 
of various feeds. Having gained the 
confidence of Jones, it usually is pos- 
sible to persuade him to try a balanced 
ration from the Bloomington Milling 
Co. Jones usually becomes a regular 
customer. 

Not only is Jones given advice while 
he is a prospect, but this service con- 
tinues thereafter whenever he may need 
it. Since the only way to give the feed 
a fair trial is to have healthy animals 
consume it, the salesmen are glad to 
aid their customers in culling their 
poultry, ridding hogs of worms and 
similar services. 

In addition to the regular salesmen, 


only salesmen who 


the owners go on the road, but one or 
more of them is always at the mill to 
advise farmer-customers concerning soil, 
fertilizer, harvesting and the thousand 
and one details of agriculture. Bal- 
anced feed rations are also figured out 
at the mill and feed is mixed and ground 
for the farmers. 
Sell Mostly for Cash 

A number of other principles have 
contributed to the success of the con- 
cern. Strict honesty is required of all 


Headquarters of the Bloomington Milling 
Co., Bloomington, Ind. 


employees and satisfactory wages are 
paid to obtain the best service possible. 
Truck service direct to consumers is 
maintained and not only speeds up de- 
livery but is more convenient for the 


farmer. 


About 95 per cent of the sales are 
cash. The remaining 5 per cent is 
only extended on 10-day paper to a few 
of the older and more reliable custom- 
ers. Although the salesmen assist in 
collection of accounts, all bills must 
have the sanctiom of the owners. 

The company was organized in 1873 
and for the last 45 years has been en- 
gaged in the feed business, both retail 
and wholesale. Until eight years ago 
wheat was ground into flour at the 
company mill. However, when it be- 
came possible for the owners to buy 
flour cheaper than they could make it, 
they closed down the mill, as did many 
other mill owners in the Middle West. 

“We have been able to build up and 
maintain most of the trade in our sell- 
ing territory largely because of our 
motto that a company should not exist 
unless it is of service to the commun- 
ity,’ declared Mr. Karsell, as he re- 
turned to the manifold duties of a pro- 
gressive business. 


Plan Outlined 


For Eau Claire Group 


EORGE S. STEWARD, mana- 


e 
Merchandising 
© ger of the Minneapolis plant of 
the Nutrena Feed Mills, Inc., 


was the only guest, speaker at a meet- 
ing of the Eau Claire District Dealers 
club of the Central Retail Feed asso- 
ciation, held at the Eau Claire cafe, Eau 
Claire, Wis., Monday evening, January 
19. 

Four specific suggestions for feed 
dealers who wish to keep and increase 
their businesses during 1931, were made 
by Mr. Steward in his address. He 
urged dealers to 

Better Business Suggestions 

(1) Take advantage of every pos- 
sible help offered them by any of the 
manufacturers or distributors of the 
products they handle. Such help might 
include resale assistance, direct mail ad- 
vertising and local newspaper advertis- 
ing. 

(2) Get friendly with the publishers 
of the local newspapers in their towns 
so as to get all the free advertising 
they can on such news items as re- 
ceipts of cars of feed and fertilizer, rec- 
ords of their feeders, additions to their 
plants, etc. 
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(3) Concentrate their sales efforts 
on the products, of all those which they 
handle, which return thein the largest 
net profit. 

(4) Watch all credit accounts care- 
fully, maintain a differential between 
cash and credit prices and charge for 
deliveries. 

(5) Make a merchandising profit 
on everything they sell. 

The balance of the program included 
scheduled talks by six dealers and a 
general discussion of the various topics 
presented in these talks among the 30 
dealers who attended the meeting. 

Six Dealers on Program 

A. J. Martin, Bloomer, discussed the 
cost and advisability of delivering feed 
to farmers, saying that there is no such 
thing as free deliveries and reporting 
that he made a charge to the farmers 
for deliveries outside of Bloomer on 
the basis of 30 cents per mile (one way) 
irrespective ort the size of the order. 

H. W. Becker, O. & N. Lumber Co., 
Menomonie, reported that his firm kept 
an accurate record of delivery costs over 
a period of years, finding that the aver- 

(Continued on Page Thirty-eight) 
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Grain Exchanges Stabilize Prices 
Create Better Farm Market 


Economist Defends Established System 


HEAT has depressed itself. 
Grain traders comprising the 
various exchanges of the coun- 
try, who have been accused of creating 
the present market conditions, are in- 
nocent of the charge. They are really 
performing a worthwhile service in sta- 
bilizing the market and assisting in ob- 
taining better prices for the farmer. 
So maintains Owen P. White, noted 
writer and economist, in an article en- 
titled “Against the Grain,” which was 
published in the January 24 issue of 
Collier’s magazine. Mr. White visited 
the Chicago board of trade and studied 
its functions previous to writing his 
account. 
Board Is Stabilizer 
“To begin with,” he comments, “I 
learned that the board of trade, as it is 
organized, is designed to do exactly 
what the federal marketing act says the 
federal farm board ought to be doing. 
That is,’ provide facilities for the stabil- 
ization of prices and for the orderly 
and economical marketing of grain and 
a few other commodities. The board 
of trade does it. Take wheat for an 
example: Regardless of the assertions 
of many politicians, I venture to assert, 
and court contradiction, that from pro- 
ducer to processor, after which the 
much cussed grain dealers operating on 
the board of trade have nothing to do 
with it, wheat is handled with less 
spread in price than any other com- 
modity in the world. To prove it: 
Some years ago when the annual crop 
of complaints from the Kansas politi- 
cians, which is as perennial as the far- 
mers’ wheat, was being harvested, a 
federal investigation brought forth some 
interesting figures. Here they are: 
“Tracing wheat from Kansas farms 
to Liverpool buyers and reducing the 
value to a basis of 100 per cent, House 
Document 1,271, 63rd Congress, third 
session, shows: 
The poor farmer received......75.0 
The country elevator was 


The transportation costs 

17.6 
Elevating came 1.9 


Interest and insurance took 0.8 
While the robbers got............ 4 

“These figures, which were not given 
me by any grain dealer, but which I 
dug up myself, represent a typical case. 
It is as typical today, I think, as it was 
when, in commenting on its own report 
the government said: 

“*The cost of transportation is by 
far the largest element in the cost of 
marketing wheat’, and ‘the weakest link 
in the chain of marketing wheat is the 
country elevator.’ 
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“These two statements are interest- 
ing. The government presumably has 
the power to regulate transportation 
rates; it fosters the operation of coun- 
try elevators, and yet whenever the poli- 
ticians begin to discuss the spread in 
the wheat prices they carefully avoid 
mentioning these two elements which 
are responsible for 60 per cent of the 
spread and devote all of their vitupera- 
tive energies to abusing the grain trad- 
ers, who will carry a transaction all the 
way from Kansas to Liverpool for the 
insignificant profit of 2.2 cents on the 
dollar.” 

Defends Futures Trading 

Futures trading is defended by Mr. 
White who maintains that dealing in 
the futures of wheat, a commodity nec- 
essary to our national welfare, is no 
more of a crime than the government’s 
war practice of selling liberty bonds 
with the promise of delivering to buy- 
ers, in the future, more gold than there 
was at that time in the entire world. 

“Critics of future trading and short 
selling of wheat,” he argues, “damn the 
procedure as conceived in sin and born 
in iniquity because four or five times 
as much wheat is contracted for every 
year than the country produces, and, 
therefore, the subject matter of these 
contracts being non-existent, the deals 
are illegal. 

“But what about those liberty bonds? 
Have you ever heard anyone say that 
the United States government was 
guilty of crime because it agreed with 
the purchasers, thereof, to deliver to 
them, in the future, more gold than 
was then in existence in the entire 
world? 

“For instance, suppose there is no 
futures market and therefore no way in 
which the country elevator man can 
be sure that he is going to make 2 cents 
a bushel on the wheat he buys. Farmer 
Brown drives up with 1,000 bushels of 
wheat and wants to sell it. The cash 
price is $1.00 that day, hut the eleva- 
tor man has to buy for less because 
he has to carry the risk. He offers 90 
cents and gets Brown’s wheat and 
Brown is out 10 cents a bushel. On 
the other hand, with the futures market, 
the elevator man pays the cash ryice 
of $1.00, hedges the transaction by sell- 
ing a future contract on it—which is 
what most country elevators and rail- 
road elevators are now doing—and 
Farmer Brown goes home with the full 
value of his wheat in his pocket.” 

Speculation Natural 

Mr. White also defends the specula- 
tion of the exchanges, pointing out that 
Justice Holmes of the supreme court 
spoke the truth when he said that “spec- 
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ulation is nothing more nor less than 
the forecasting of values and buying and 
selling to take advantage of them.” 

“Wherever prices fluctuate there is 
speculation and wherever a commodity 
market which registers those fluctua- 
tions can be found, there also will you 
find speculators. The Chicago board 
of trade is just such a market,” Mr. 
White maintains. 

The futility of the federal farm 
board’s attempt to suspend the law of 
supply and demand is also pointed cut 
by Mr. White. 

“Mr. Legge, as we all recall, using 
the power vested in him by the federal 
marketing act, sought to stay the oper- 
ations of the law of supply and demand 
by pegging the price of wheat at $1.18 
in Chicago and $1.25 in Minneapolis,” 
he explains, “and on that basis, by the 
middle of last February he had put 
the United States into the grain busi- 
ness to the tune of 70,000,000 bushels. 
of cash wheat. The law of supply and 
demand, however, wouldn’t stay put. 
Disregarding Mr. Legge’s peg, the price 
of wheat dropped to below $1.00, so 
toward the end of February he again 
stepped into the market and this time 
with the avowed purpose of boosting 
the cash price, he bought in the fu- 
tures market for May delivery a good 
many million bushels of wheat. 

“It didn’t work. The good old law 
of supply and demand, as determined 
by receipts of actual wheat and the 
visible world supply, held good in the 
face of an assault by the United States 
government and the cash price stayed 
down. 

“Wheat has depressed itself; there is 
a glut of it in every one of our export 
markets and the depression is registered 
in the quotations on the grain ex- 
changes.” 


R. H. LANG SEED CO., Jefferson, 
Wis., recently made a large shipment 
of Wisconsin pedigreed rye, oats and 
corn to a large seed operator in Kenya 
Colony, Africa. Pre-harvest reports in- 
dicated that the crops were doing ex- 
ceptionally well, even though the seeds 
were transplanted several thousand 
miles. 


SULLIVAN GRAIN CO., Sullivan, 
Tll., has built an addition to its eleva- 
tor and installed feed grinding machin- 
ery. The new mill was opened for busi- 
ness on February 1. 


WILLIAM GATES, for several years 
a salesman for the Albert Dickinson 
Co., Minneapolis, died January 28, fol- 
lowing an attack of pneumonia. 
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When automatic 
gate opens, tramp 
iron held by mag- 
net drops through. 


There is a Dings Separa- 
* tor for every separation 
 problem—ask about the 
Magnetic Pulley and 
Type X for high produc- 
tion. 


F it isn’t a Dings it isn’t a ‘‘High Intensity”’ 

separator! A separator that doesn’t get all 

the iron is as bad as no separator at all and 
your money is wasted. 


Dings ‘‘High Intensity’? magnetic separators bring you 
features that are not incorporated in any other separator 
designed for the industry and a magnetic strength that 
will catch and hold any piece of iron capable of passing 
through the spout. 


Don't let your competitor get the business by advertising 
an iron free product. Write today and ask about Dings 
sure protection. 


Dings Magnetic Separator Co. 


704 Smith Street Milwaukee, Wisconsin 
ESTABLISHED IN 1899 
World’s largest manufacturers of Magnetic Separators 


Boston: 304 Rice Bidg. San Francisco: 273 Seventh Street 
New York City: 50 Church Street Chicago: 332 S. LaSalle Street 


Branch Offices in Other Principal Cities 


SEPARATION 
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Be the Viracle Man 


Your Community 


@ You can make more money than you ever dreamed of doing with feeds, and 
at the same time you can save yourfarmers $15,000 to $25,000 every year. 


e You can do this by making and selling all of the sweet feeds that are used 
in your community. 


@ You can make these 

fresh sweet feeds on the 
new and only MIRACLE 
SWEET FEED SYS- 
! EM. You do not have 
to know anything of mill- 
ing to operate this won- 
derful system and make 
the best of feeds. It is 
so simple that a boy can 
operate it. 


e Here is the biggest 

chance you ever had 
to make money and 
at the same time estab- 
lish yourself in a life time 
business. Take it before 
some one else in your 
community snatches it 


up. 


e The recent 40% reduction in the price of molasses makes molasses far 
away the cheapest feed that you can sell. 


Protected in Every Feature by 3 U. S. Patents with Other Patents Pending. 


e We furnish you with genuine \ 1) MOLASSES and your feeds 
will be better than any other feeds not so treated. 


e@ Our terms are so easy that you will have no trouble in paying for the 
plant out of profits. 


e Write us at once and get started in this marvelous money making 
business. 


Ask for our books on the Miracle Sweet 


The Anglo American Mill Company 


THE WORLD’S LARGEST BUILDERS OF GRAIN GRINDING MACHINERY 
270-300 KENNADAY AVE. OWENSBORO, KY. 
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F. R. Snodgrass 


Sprout-Waldron Co. Opens 
New Buffalo Office 


Sprout, Waldron & Co., Muncy, Pa., 
has opened a permanent office at 725 
Genesee building, Buffalo, N. Y. F. 
R. Snodgrass will be in charge. Mr. 
Snodgrass is a graduate engineer and 
has been with the company for almost 
five years, serving as a shop foreman, 
draftsman, estimating engineer and 
sales representative. He will be avail- 
able to give assistance on equipment 
problems and announces that he will 
welcome any opportunity to be of serv- 
ice. Sprout, Waldron & Co. manufac- 
tures a complete line of Monarch flour, 
feed and material handling equipment. 


HERBERT PUSCHEL 

Herbert Puschel,, representative of 
the Arcady Farms Milling Co., with 
headquarters at Binghamton, N. Y., died 
at the Knickerbocker hospital, New 
York city, on February 3, following 
many months’ illness. Mr. Puschel was 
one of the most popular members of 
the feed fraternity in New York state 
and was known as a “tonnage” sales- 
man. He was well acquainted with 
every feed dealer in his territory and 
many of his customers eagerly looked 
forward to each of his cheerful visits. 
They will miss him and we will miss 
him, for he was our friend. 


FRANK SCHUMACHER, 85, Port 
Washington, Wis., died February 1, fol- 
lowing a short illness. He was born 
at Heinstert, Belgium, and came to 
this country with his parents when he 
was 8 years old. He entered the feed 
business 44 years ago. 


TORRANCE ECKERTY, New AI- 
bany, Ind., has purchased the Eureka 
Milling Co., Corygon, Ind. 


PERRY HAYDEN, Tecumseh, 
Mich., president of the Wm. Hayden 
Milling Co., made a business trip to 
Chicago recently. 


Whittles Out Fond Memories 


Of Old Pocket Knives 


EADERS of The Feed Bag who 

have all had various experiences 

with pocket knives, will be in- 
terested in a letter on the subject of 
knives which C. V. Wheat, Ozark Hi- 
Land Canning Co., Aurora, Mo., wrote 
to Darling & Co., Chicago, December 
19. 

Mr. Wheat had received from Dar- 
ling & Co. a beautiful pocket knife as 
a little gift at Christmas time. His 
Jetter pleased A. Casler and S. C. Smith, 
of Darling & Co., so much that they 
mailed it to The Feed Bag so that it 
could be copied herewith: 


“We have your letter of December 
15 and have received the knife with 
name on it. Thank you very much 
and I will do my darndest to try not 
to lose it, although since age 6, when 
I got my first knife from ‘Sandy Claws’ 
I believe I have owned 468 knives and 
lost them all except a 25 cent knife 
that I found and have carried for seven 
years, seven months and seven days, 
if I don’t lose it before 7:00 p. m. the 
7th of January. 

“You know a good knife in the fam- 
ily is next to a good cow. It is handy 
to peel potatoes, open tin cans, trim 
corns, open letters, cut lace leather, 
castrate pigs, and many other uses, and 
what I like about this knife from you 
is the dingus on the back to clean the 
mud from under your finger nails and 
then file ’em down to a fine point. 


“You know a poor Lone Ridge run- 
ning country canner like me cannot af- 
ford to have one of those new fangled 
manicurists do his nails and keep ’em 
in nice pink condition. I never tried 
it but one time and when I got shaved 
in a city barber shop one of those 
pretty dolled up dames asked me if I 
wanted my nails fixed, and after just 
one sweet look I decided I did if it 
killed me, by gosh. 

“I sat down at a little dinky table 
all covered with dingpods, scissors, flat 
and three-cornered files and jars of red, 
white and blue paste, powder and goes- 
withit, and Man, she sure did the job. 
It was in January and darned if she 
didn’t get tomato peelings from under 
my finger nails that had been there 
since the previous August. Just smiled 
and talked all the while. I told her 
all about the canning business, wife 
and family, hogs, chickens, even that 
we were expecting a new heifer calf 
in the next two weeks. 

“When she said, ‘all through’, I be- 
gan to look for change and wanting 
to show off, I handed her a $5.00 bill. 
Man, she just smiled one of those 
honey sweet smiles and said, ‘thank 
you—that is the best tip I have had 
for a week.’ I swallored hard a couple 
of times, got my hat and got out. Five 
bucks to get the dirt out from under 
10 nails or 50 cents each. All right 


THE FEED BAG—FEBRUARY, 1931 


for you boys in town but too darn ex- 
pensive for a man like me that has al- 
ways led a clean, straight, consistent 
Christian life. Just too darn expensive. 

“Besides, doggone if I believe it is 
just right for a Deacon in the church 
teaching a Sunday school class of 
young people and leading singing every 
Friday night to let a girl hold his hand 
the way she did mine, so I am espec- 
ially glad to have that knife, account 
of the nail cleaning dingus.” 


SAMUEL NOEL, Findlay, Ohio, 
has leased the feed mill of F. O. Pes- 
sell, who plans to make a trip to Cali- 
fornia. 


SUNSHINE FEED STORE, Sun- 
bury, Ohio, has been opened for busi- 
ness. T. E. Hedges and Ray Boston 
will be managers. 


Karl E. Humphrey 


Humphrey New Treasurer 


Of General Mills 


Karl E. Humphrey has been elected 
treasurer of General Mills, Inc., Minne- 
apolis, and associated companies. An- 
nouncement of Mr. Humphrey’s elec- 
tion was recently made by James E. 
Bell, president. 

The new treasurer has been active for 
many years in banking and milling af- 
fairs. He became president of the Ok- 
lahoma units of General Mills, Inc., 
when they became affilliated with the 
firm in December, 1928. His new of- 
fice will be at Minneapolis. 

D. D. Davis, who has been vice pres- 


ident and treasurer of General Mills 


since the inception of the company, 
will now devote his duties to the office 
of vice president. T. C. Thatcher, as- 
sociated for many years with the mill- 
ing industry in Oklahoma City, has 
been elected president of the Oklahoma 
companies. 
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Complete 
Service 


v 


E handle a complete line 


of Feeds and Grain for 
shipment in straight or mixed 
cars. Pure Bran, Standard Mid- 
Meal, Malt Sprouts, Oats and | 
Write or phone our | 
Milwaukee office for up to the | 
minute quotations. 


Barley. 


At Minneapolis we specialize 
in Wheat, Barley, Oats, Rye, 

Corn and Sereenings and can | 
give you instant shipment from | 
our Elevators at Minneapolis, 
: Red Wing and Winona. Your | 
| inquiries will have our immedi- 
ate attention. 


Milwaukee Chamber of Commerce 
Hi Chicago Board of Trade 
Minneapolis Chamber of Commerce 


FROEDTERT 
Grain & Malting Co. 


GRAIN AND FEED 


MILWAUKEE 
Mitchell 5410 


MINNEAPOLIS 
Atlantic 1541 


Operating elevators at Milwaukee, Minneapolis, Winona, 
Red Wing and Savanna. 
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Ghe 


Franke Grain 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


Company 


Deutsch & Sickert 


400-402 Chamber of Commerce, MILWAUKEE, WIS. 


REPRESENTATIVE OF 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal - 18% Protein 


Staley’s Soy Bean Oil Meal 
40% Protein 


Straight and Mixed Cars 


DISTRIBUTORS 
PILOT BRAND and PURITAN BRAND 
Genuine Oyster Shells 
Write for delivered prices 


Get our CORN and OAT Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone—Call 


| 
| 


| Marquette 3140-3141 
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FEEDS AND FEEDING 


Special Department for Our Readers 


Prof. F. B. Morrison 


Cornell University, Ithaca, N. Y. 


Written exclusively for The Feed Bag 


Prof. J. G. Halpin 


University or Wisconsin, Madison 


Good Mash Least Expensive 
In Long Run—Halpin 


comes into my office and says 

that his customers want a cheap 
egg mash. I get lots of letters from 
people wanting to know how they can 
make a cheap egg mash. Some of the 
letters go so far as to say that now 
that eggs are cheap they want to feed 
their hens a cheap mash even though 
they do stop laying. 

To me this is a strange attitude but 
it is quite general. What they really 
need is not a cheap egg mash but a 
good mash that will make eggs cheap- 
ly. There have been many trials con- 
ducted at the different experiment sta- 
tions feeding rations of many combina- 
tions. Without exception, when the 
high priced good protein feeds have 
been left out, the rations have, of 
course, been cheaper per hundred 
pounds of feed, but dearer per dozen 
eggs produced. The thing that we must 
all bear in mind is not the cost of raw 
materials but the cost of the finished 
product. 

In this case the finished product is 
eggs or market poultry, whether the 
feed is fed to hens, broilers, pullets or 
young chicks. 

When I was a boy in New York 
state the most of our neighbors kept 
their cows and hens just good enough 
to get them through the winter. This 
method proved to be too expensive, al- 
though rations used cost a lot less per 
individual, but the point is that there 
is.such a small amount of produce sold 
that the stock is a bill of expense. That 
old method gradually gave way to our 
more modern methods, because al- 
though it costs more to feed hens good 
egg mashes than it does to feed them 
poor mashes, or keep them on grain 
alone, still the net returns from the 
good feeds are higher. 

The “Good Old Times” 

This thing was brought to my mind 
quite forcibly by a letter received from 
a farmer in Richland county. He says 
that he has been farming for 36 years 
and that he has kept quite careful rec- 
ords all of that time. The other night 
a group of them got to discussing the 
present prices of eggs. He started in 
to find out kow much eggs were 30 
years ago. When he looked back in 
his old books he could not find any 


Hom: few days a feed dealer 


egg sales for the months of October, 
November, December and January. In 
other words, he, and his neighbors also 
for that matter, got no eggs during 
those four months. Along in Febru- 
ary sometime the hens usually began 
to lay, but did not really get to going 
good until about March or April when 
the price of eggs dropped to 10 or 12 
cents a dozen. 

There is a lot more profit in his hens 
today even at present prices than there 
was 20 or 30 years ago, because his 
hens lay so many more eggs. At the 
same time we must not lose sight of 
the fact that there is more than one 
reason why his hens now lay more 
eggs. Every feed dealer should be in- 
terested in these reasons because they 
directly affect his business. 

Quality Feed Essential 

In the first place, everyone will em- 
phasize that to get good production one 
must use good feed. A good feed is 
one that is adapted to the purpose for 
which it is used. In general, to be a 
good feed it must be the right com- 
bination of materials and the quality of 
the materials must be good. It is easy 
enough to make up two egg mashes, 
for instance, that are alike on paper 
but vastly different so far as results 
are concerned. All you have to do is 
to use good quality of materials in the 
one case and poor materials in the 
other. 

Even so, many people will not get 
good results from good feed because 
of one or more of several reasons. 
common reason is poorly bred or poor- 
ly raised stock. The egg producing 
ability of our flocks has been: greatly 
improved in the past 20 years, but there 
are still many flocks that have not 
been benefited because they have not 
been well bred. Right now is an es- 
pecially good time to cull out the poor- 
est hens in every flock. By culling 
the flocks now the cost of feed per 
dozen eggs can be reduced, but more 
important, if they are going to hatch 
their own chicks, getting the poorer 
hens out of the flock will improve the 
quality of this year’s chick crop which 
will help next year’s profits. Good 
males from good producing ancestry 
must be used also. In flush times most 
any old hen may make a profit for her 
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owner, but this year only good hens 
return a profit. 

The way this spring’s chick crop is 
raised will also influence next year’s 
production. If the pullets are not well- 
grown, then next year’s egg production 
will suffer. There are many well bred 
flocks on Wisconsin ‘farms that have 
not laid well this winter simply be- 
cause they were not well raised. 

An interesting experiment was car- 
ried out at the Wisconsin experiment 
station a number of years ago. In 
these trials the chicks were hatched in 
pedigree baskets and at hatching time 
one-half of the chicks from each hen 
were placed in one brooder and given 
good care. The other chicks were 
placed in another brooder and kept un- 
der conditions such that they developed 
leg weakness or rickets. Then the leg 
weak chicks were given good care and 
as soon as they had recovered were put 
with the others that had had good care 
all of the time. The result was that 
those chicks that were misused at the 
start never gave as good egg produc- 
tion as their sisters that had good care 

Another important consideration is 
the kind of house and the management 
given the flock. It is true that the feed 
dealer cannot control any of the man- 
agement or breeding problems, but 
often a word of advice now and then 
may be genuinely helpful. Some feed 
dealers will think that this sort of 
thing is entirely out of their line, and 
it is true that a generation ago no one 
expected anything of the sort from the 
feed man. In recent years a change 
has been taking place so that today the 
up-to-date feed dealer is studying feed- 
ing, breeding and management prob- 
lems. Some never will study these 
problems and some of them will be left 
out in the cold. 

It Pays to Sell Quality 

In conclusion, I want to say that I 
firmly believe that the most of the feed 
dealers are going to study these prob- 
lems. As time goes on they will feel 
more and more concern about the re- 
sults secured from the raw product that 
they sell. As a matter of fact, this 
sort of cooperation will be good for 
both the buyer and seller. 

Right now some may find it difficult 
to stand by and insist on selling a good 
mash or else not making a sale. The 
competitor that sells a poor egg mash, 
for instance, may reap an immediate 
profit, but in the long run the producer 
will remember the poor results secured 
from poor goods. 
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USE A 


HAINES 
Feed Mixer 


Increase 
Your Profits 
By 
Mixing Your 
Own Grain 


Grinding and mixing your own feeds 
will enable you to 


Use more local grains and 
carry smaller stocks. 


Provide fresher and cheap- 
er feeds. 


Build up and advertise 
your own business. 


Retain money spent for 


m feed in your own com- 
munity 
thus 
Securing for yourself both the 
manufacturer’s and_ retailer’s 
profits. 


Write for Builetin 22F 


The Grain Machinery Co. 
MARION, OHIO 
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Eau Claire Group Hears 
Sales Plan Outlined 


(Continued from Page Thirty-one) 


age cost was well over 15 cents per 
mile. On a total mileage basis for in- 
dividual trucks, the cost ran from 10.1 
cents to 42 cents per mile. 

Resales and Insurance 

F. H. Hembrook, Chetek, led a dis- 
cussion on whether or not dealers 
should encourage manufacturers to can- 
vass their farmer customers. Opinion 
on this subject seemed evenly divided 
among the dealers present although all 
dealers reported that canvassers invar- 
iably sold much more feed than could 
eventually be delivered. 

Mr. Becker discussed public liability 
insurance and recommended that this 
form of insurance be carried by all feed 
dealers. He also recommended contin- 
gent liability insurance as being very 
desirable and yet often overlooked. 

Fire protection for mills located 
where no city or village protection is 
available, was discussed by Paul Jones, 
Jones Bros., Foster. Various types of 
fire fighting equipment from old-fash- 
ioned water barrels and including chem- 
jcal extinguishers and water pumping 
systems, were explained. Fire insurance 
rates were also discussed and in con- 
nection with this subject, A. A. Ber- 
geron, Rice Lake, suggested that pos- 
sibly some dealers were carrying too 
much fire insurance because of the fact 
that they were insured on the basis of 
total value of their plant, without allow- 
ing for any deduction due to the value 
of the ground and foundation. 

Approve 60-Day Sales 

The 60-day booking limitation was 
discussed by R. J. Kain, Kain-Lampert 
Lumber Co., Augusta, secretary of the 
club. Mr. Kain pointed out that the 
60-day policy was to the best advan- 
tage of the dealers in that it encour- 
ages merchandising as opposed to spec- 
ulation and has a tendency to eliminate 
feed bookings to farmers. The general 
discussion brought out that the plan 
also has a tendency to keep all dealers 
on the same price levels. 

Mr. Bergeron discussed the sale of 
field and bulk garden seeds by retail 
feed dealers. He said that he has found 
it very profitable to handle both field 


.and garden seeds for sale at his plant 


and also in buying seeds, from farmers 
in his community who raise a surplus. 
He cautioned dealers who buy seeds 
to invest in a tester and scale so as 
to carefully check dockage rather than 
to take a chance buying on a guess 
work basis. 

The next meeting of the Eau Claire 
District Dealers club will be held at 
Rice Lake, Wis., some time during 
March. Selection of date for the meet- 
ing was left to the discretion of S. E. 
St. John, Red Front Flour & Feed Co., 
Eau Claire, president of the club, and 
Secretary Kain. 


J. C. KRAMER, Montfort, Wis., has 
remodeled his mill and installed a feed 
mixer. 
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EDGAR H. EVANS, president, 
Acme-Evans Co., Indianapolis, Ind., 
was nominated for chairman of the 
board of the Millers National Federa- 
tion for the year beginning in May at 
a meeting held by the nominating com- 
mittee at Chicago recently. Mr. Evans 
is one of the founders of the organiza- 
tion. 


FRANK L. SPARKS, Union City, 
Mich., operator of the Hodunk Roller 
Mills, has purchased an old grist mill 
at Black Hawk, Mich., and is remodel- 
ling it into a modern feed plant. 


BOWERSTON CASH & CARRY 
Feed & Supply Co., Bowerston, Ohio, 
has opened its mill for business and 
will sell feed for cash only. 


‘CO YOUNG POULTRY 
HENS 


for eggs 


Get this business! 


Like the cap to the cartridge—or the 
spark to the engine—Pearl Grit 
touches off the power of the hen to 
lay eggs. It supplies the final and in- 
dispensable egg ingredient—lime. 


At the same time, it furnishes grind- 
ing material for enabling the bird to 
convert feed into energy and eggs. 


Pearl Grit Pays Dealer 
and User 


Prepared from the whitest and purest 
limestone, Pearl Grit is clean and 
wholesome. Has no odor or flavor. 
Carries no infections. Keeps poul 
healthy and makes hens lay. Flo 
owners want no other form of lime 
and ery material after seeing 
what Pearl Grit does. 


“Trust the car of Pearl Grit reaches us 
promptly as demand is very active,”’ writes 
one of our Eastern dealers. “During the 
last 5 years it has given satisfaction wher- 
ever sold. Thisis proved by repeat orders 
coming in daily. 


Display Pearl Grit 


Make window and store displays of Pearl 
Grit. Show the 100-Ib. bags and 10-Ib. car- 
tons. Catch the demand created by our 
farm and poultry oe advertising. Sell 
original packages to large and small buy- 
ers. Avoid weighing and sacking. Save 
time. Make more money. Order Pearl 
Grit—No. 1 for chicks, No. 2 for half-grown 
and mature birds—from your jobber. Also 
Pearl Powdered Limestone for poultry and 
livestock. Send your order at once for 
immediate profits. 


PEARL GRIT CORP. 


403 Bridge Street, Piqua, ™ 
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Secor Joins Krause Milling Co. 
To Head Feed Department 


years a representative in Wiscon- 

sin for Purina Mills, St. Louis, 
Mo., has joined the Chas. A. Krause 
Milling Co., Milwaukee, as_ general 
manager of the feed department. He 
replaces E. P. Parenteau, who recently 
resigned. 

Mark Porter, Fox Lake, Wis., has 
also joined the Krause Milling Co., as 
assistant to Mr. Secor. Previous to 
taking over his new duties Mr. Por- 
ter was associated with his brother, 
Colby, in the retail feed business at 
Fox Lake. 

Both Mr. Secor and Mr. Porter are 
familiar to members of the feed indus- 
try and are particularly well-known 
among members of the Central Retail 
Feed association, in whose work they 
took an active part. Mr. Secor is thor- 
oughly acquainted with the feeders’, as 
well as the dealers’ problems and has 
had many years of experience in actual 
work in both feed store and feeding 
lot. Mr. Porter is a poultry specialist 
with many years of experience in this 
field. 

An extensive program of expansion is 
planned under the new management. 
Additional feeds will be produced, giv- 
ing the Krause Milling Co. one of the 
most complete lines of livestock and 
poultry rations in the country. The 


ps SECOR, for the past six 


W. T. BROOKING Grain Co., St. 
Louis, Mo., has succeeded the Marshall 
Grain Corp., for many years one of the 
important elevator companies in the 
Southwest. W. T. Brooking, head of 
the new company, was president of 
the Marshall Hall Corp., and last June 
sold the company’s lease of the Bur- 
lington elevators to the Farmers’ Na- 
tional Grain Corp. 


OTTO WEISS MILLING CO.,, 
Wichita, Kansas, stock and poultry feed 
manufacturers, recently held its annual 
meeting and elected E. R. Trout, pres- 
ident; S. B. McClaren, vice president; 
W. W. Weiss, secretary-treasurer, and 
Victor D. Frisch, assistant secretary. 


SCHROEDER BROS., Meriden, 
Minn., have purchased the Norristown 
feed mill from L. E. Hand. 


GOOCH MILLING & ELEVATOR 
Co., Lincoln, Nebr., opened its new 
feed manufacturing plant with an all 
day celebration on January 29. The 
company started 20 years ago with a 
350-barrel flour mill, which has been 
expanded and is now the largest in 
Nebraska, having a daily capacity of 
2,000 barrels. The feed mill has a ca- 
pacity of 40,000 lbs. per hour and will 
be used to manufacture a complete line 
of scratch, soft and sweet feeds. Her- 


bert E. Gooch, founder of the firm, is 
president and F. E. Roth, secretary. 


Forest Secor 


sales staff will be increased and im- 
proved program of service for dealers 
is planned. 

W. F. Wilson, formerly manager of 
the Krause Milling Co. poultry feed 
department, has also resigned. His du- 
ties will be taken over by Mr. Secor 
and Mr. Porter. 


Arcady Output Speeded 
By New Equipment 


The new $260,000 addition to the Ar- 
cady Farms Milling Co. plant, Chicago, 
which was opened last month, is now 
in full operation. The new and modern 
machinery which has been installed and 
which is greatly increasing the speed 
and volume of the firm’s daily output 
was furnished by the following firms: 

O. W. Randolph Co., 500 bu. grain 
dryer; Dixie Machinery Mfg. Co., cot- 
tonseed cake grinder and hammer mill; 
Sauer Bros. Co., cake breaker; S. 
Howes Co., grain cleaner, duplex mix- 
ers; Weller Metal Products Co., legs and 
spouting; Allis-Chalmers Mfg. Co., mo- 
tors; W. A. Jones Foundry & Machine 
Co., speed reducers and V-belt drives; 
Buffalo Scale Co., 2,000 bu: hopper 
scale; Chicago Conveyor Manufactur- 
ers, screw conveyor; Humphrey, Eleva- 
tor Co., man-lift; Reeves Bond Sales 
Co., variable speed drives; Link-Belt 
Co., silent chain drives; Garden City 
Fan Co., fans; Central Blowpipe Co., 
dust collectors; Corns Conveyor Belt 
Co., elevator belt and conveyor belt; 
Union Special Machine Co., sewing 
machines; SKF Industries, SKF bear- 
ings; Allen Bradley Co., starting equip- 
ment; Rightway Electric Co., wiring; 
K. I. Willis Corp., elevator cups; Dings 
Magnetic Separator Co., magnetic equip- 
ment; Richardson Scale Co., automatic 
scales; Lovejoy Tool Works, couplings; 
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JAMES HARVEY GENUNG, 71, 
Washington, D. C., died January 6. He 
was born in Beaver Dam, Wis., and 
was manager of the Hudnut Mills, 
Mount Vernon, Ind., for many years 
until the firm became a part of the 
American Hominy Co., in 1904. He 
was president of the American Feed 
Manufacturers association, American 
Corn Millers federation and the Grain 
Export association during the world 
war. At the time of his death he was 
a member of the United States inter- 
state commerce commission. Surviving 
him are his widow and a son and a 
daughter. 


BREWERY FOR LIMESTONE 

T. A. Parker, Prairie du Chien, Wis., 
county agent of Crawford county, re- 
ports that alfalfa will soon be growing 
from the rocks which once housed the 
county’s only brewery. The old brew- 
ery building was a huge affair, with 
thick limestone walls built during the 
old days of cheap labor and materials. 
The 18th amendment made the brew- 
ery obsolete and a pulverizer is now 
busy at work crushing the walls and 
the powdered limestone is being dis- 
tributed to the farmers in the vicinity 
for application on their alfalfa fields. 


PHILLIP P. GOTT, who since last 
September has been acting manager of 
the trade association department of the 
United States Chamber of Commerce, 
has been appointed manager, succeed- 
ing Dr. Hugh P. Baker, who has re- 
signed to become dean of the New York 
State college of forestry at Syracuse 
university. 


MIXED FEEDS GAIN 

Twenty-four per cent of all the feed 
sold in Ohio during 1929 was poultry 
feed, 18 per cent was dairy feed, 3 per 
cent hog feed and 7 per cent miscel- 
laneous mixed feed, a recent sales sur- 
vey reveals. Figures show that mixed 
feeds comprised 52 per cent of all the 
feeds sold in the state during the year. 
Poultry feeds showed the largest gain, 
increasing from 21 to 24 per cent of 
the total in one year, 1929. 


J. CUSHMAN, Lansing, Mich., has 
purchased the interest of his partner, 
Roscoe Carl, in the Cushman-Carl Co., 
and has changed the firm name to 
Cushman Elevator & Milling Co. 


CHARLES W. BRIZIUS CO., Inc., 
Evansville, Ind., celebrated its 50th an- 
niversary, February 2 to 7 with a series 
of special sales events. The history of 
the firm dates back to the days of water- 
power and millstones. 


A. D. ACHESON, 66, Philadelphia, 
Pa., president of the Acheson Flour Co., 
Inc., died at his home in Torresdale, 
Pa., January 30. 


S. T. Edwards & Co., feeders, molasses 


equipment, including feeder, heater, 
strainer, etc. 
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now, when 
butterfat prices are 
going up and Ster- & 
ling Dairy Balancer’s 
price is low—this is 
the time to urge 

your patrons to put 
their herds in good 
condition and pro- 
duce more butterfat 

with 


NORTHRUP, KING 60'S" 


STERLING 


YN 


Dairy Balancer 


32%Protein 


Write for sample and price 


, Northrup, King & Co., Feeds and Seeds 


WE SELL DEALERS ONLY 


Queen Wheat Feed 


is a Pure 
Wheat offal 
and is man- 
ufactured 
in our own 
mills. Can 
furnish 
Queen in 
straight or 
mixed cars 
with Che- 
rokee Pure 
Bran and 
Cherokee 
Middlings. 


Capital Flour Mills, Inc. 


CORN EXCHANGE 
MINNEAPOLIS, MINNESOTA 


= WHEAT FEED 
hy nt encoding 
i— CRUDE PROTEIN 15.7% 


A sure way to 


greater profit 


Quality feeds mean repeat business. 
Repeat business means greater profit 
through elimination of sales costs. 


The quality of Occident Feeds has been 
maintained for half a century on a 
par with Occident Flour. Milled from 
high protein wheat that has been 
washed and scoured (with all screen- 
ings eliminated) the maximum_ food 
aioe is found in Occident Feeds. 
Your trade will be quick to appreciate 
this quality and it will develop repeat 
business for you. 


Occident Hard Wheat Bran 

Occident Hard Wheat Mixed Feed 

Alta Hard Wheat Middlings 

Occident Hard Wheat Standard Mid- 
dlings. 

Occident Hard Wheat Flour Middlings 


RUSSELL-MILLER MILLING Co. 


GENERAL OFFICES 


MINNEAPOLIS MINNESOTA 


R. L. HERRICK M. H. HERRICK 


100% FOR 
THE DEALERS 


HERRICK 
FEED 
CO. 


Phones Phones 
135 
118 135 


118 


HARVARD ILLINOIS 


WHOLESALE 
GRAIN & FEED SHIPPERS 


R. L. HERRICK, Jr. J. M. HERRICK 
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Presses extracting oil from cottonseed. 


Battery of high-pressure steam cookers. 


Cottonseed Furnishes Many Products 
Supplies Protein for Mixed Feed 


Annual Output Aggregates Millions of Tons 


which was once left to rot in 

large heaps near cotton gins or 
was deliberately burned, today furnishes 
several of the most important feeding 
ingredients. During the past year 
1,368,297 tons of cottonseed hulls and 
2,281,576 tons of meal and cake were 
produced for the livestock industry of 
the country, according to government 
statistics. 

Industrial chemists and various state 
experiment stations have, in recent 
years, developed new uses for cotton- 
seed and at the present time 120 pro- 
ducts are derived from it. Oil, meal, 
cake and hulls constitute the largest 
volume of ingredients. 

Efficient Machinery Used 


Simple methods and efficient machin- 
ery are utilized in manufacturing the 
nation’s largest protein supply from the 
cottonseed. As the cottonseed comes 
from the gin it is almost always coated 
with short lint and before the oil can 
be extracted the seed must be cleaned 
and the lint removed. To remove the 
trash the seed is run through separat- 
ing machines and over shaking ma- 
chines. The clean seed then 
removed by conveyors to the linter 
room. The delinting machine consists 
of a series of fine-tooth circular saws 
set close together on a rapidly revolv- 
. ing shaft. When the seed comes into 
contact with the saws the lint is cut 
and brushes in back of the machine, 
which run close to the saws, catch the 
cut fiber cr lint and pass it to a reel 
on the back of the brush. The linters 
that collect on the reel form a compact 
felt that has the appearance of cotton 


+ OTTONSEED, a by-product 


By G. S. Templeton 


batting. The linters are baled and are 
used in the manufacture of mattresses, 
guncotton, artificial silk, etc. 

The seeds, as they come from the de- 
linting machines, are practically free of 
lint. They are now passed to the hull- 
ers which separate the kernels or meats 
from the hull. The cottonseed hulls 
are passed through the hullers a suffi- 
cient number of times to remove prac- 
tically all of the meats. The separated 
meats or decorticated seeds are passed 
through a series of heavy steel rollers 
that flatten the kernels and break down 
the cell structure, thus making it pos- 
sible to remove the maximum amount 
of oil from the meats. 


Hydraulic Oil Extraction 

In the United States the hydraulic 
method of oil extraction is generally 
used. After the meats are rolled they 
are transferred to the cookers and here 
they are cooked under high ‘pressure 
from 18 to 25 minutes. The steam- 
jacketed cooker is equipped with a me- 
chanical stirring device which mixes 
the meats thoroughly and insures even 
cooking. The cooked meats are then 
transferred to the press-room for the 
oil extraction. 

The hydraulic press consists of a 
series of horizontal steel plates, approx- 
imately 14 inches wide and 34 inches 
long, set one above the other, about 5 
inches apart. The channeled plates are 
supplied with close-fitting steel sides so 
that the whole machine is in reality a 
series of boxes without ends, one piled 
upon the other. A measured quantity 
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of the cooked meats is dropped upon a 
strip of press cloth in the cake former. 
This machine is so constructed that af- 
ter the meal has been placed on the 
press cloth, and the ends of the cloth 
turned up over the cooked meats, light 
pressure is applied and the cake is 
formed and ready for the hydraulic 
press. A thin sheet of steel the width 
of the groove in the press is slipped 
under the cake and cake, cloth and all 
are transferred to the press and then 
the steel plate is removed. 


3,000 to 4,000 Pounds Pressure 


After all of the frames in the press 
are charged, compressed air, under a 
pressure of from 3,000 to 4,000 pounds 
per square inch, is turned on gradually 
and the piston forces the frames up- 
ward, pressing each frame against the 
one above it. The oil is squeezed out 
through the cloth and flows‘ around the 
bottom of the frame and out through 
the trough to the settling tank. 

The expeller, a continuous press, is 
another system of extracting the oil 
that is rapidly gaining favor in this 
country. This type of expeller has an 
interrupted screw revolving inside of a 
slotted steel barrel. The crushed seed 
or meats enter this barrel at one end 
and are passed along toward the other 
end and are finally discharged around 
a cone. 

In the hydraulic pressing system of 
oil extraction after the oil is expressed, 
the slabs of cake are removed from the 
press and the hot cake is run through 
a cake-breaking machine. Various sizes 
of cake are made to meet every require- 
ment of the livestock feeding industry. 
After the cake is broken it is run 
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Man| 


Winter 


is here 


Don’t wait until he forces the 
price of Dairy, Poultry and 
Hog Feeds higher. 

Buy now at the lowest prices in 
years in straight or mixed cars. 


LUE RIBBON 1614% Sweet 
Dairy Ration 

LUE BELL 20% Dairy Ration 

LUE BELL 32% Dairy Ration 

LUE BELL Pig and Hog Meal 

LUE BELL Laying Mash 


BLUE ELL Scratch Feed 
BLUE ELL Growing Mash 
BLUE ELL Developing Feed 
BLUE ELL Chick Starter 
BLUE ELL Chick Feed 
Brooks Milling 
Company 
Minneapolis, Minnesota 
Dependable 
Western 
Alfalfa Meal 
for 
Dairy and 


Poultry Feeds 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLORADO 


Pierce Bldg. 
St. Louis, Mo. 


note of it~ its Healthful 


through a series of perforated screens. 
The four following sizes of cake are 
produced: 

Nut sized cake will pass through 1%4- 
inch round perforation and over 34-inch 
round perforation. 

Sheep size cake will pass through %- 
inch round perforation and over ¥%-inch 
round perforation. 

Pea size cake will pass through %- 
inch perforation and over %-inch round 
perforation. 

Pebble size cake is a product con- 
sisting of fine particles and small pieces 
of cottonseed cake capable of passing 
through 3-inch round perforation. 

Cottonseed meal is made by grinding 
the slab cake into the fine meal so wide- 
ly used and known in the feeding in- 
dustry. 


FARMERS WHOLESALE -CO., 
Minneapolis, Minn., has been incorpor- 
ated by interests connectéd with the 
Commander-Larabee Corp., and the 
Archer-Daniels-Midland Co. Austin S. 
Harland is president, Earl K. Warner, 
vice president, and Eugene Best, sec- 
retary-treasurer. The new firm will 
handle flour, millfeedj and linseed meal. 


A. G. GENO & SON, Lovilia, Ia., 
has discontinued its branch store at 
Fremont, Ia. 


SCANDINAVIA FARM Produce 
Co., Scandinavia, Wis., has purchased 
a building formerly used as a potato 
warehouse which it will remodel into 
a feed mill. 


**The Ideal Protein 
Concentrate’’ 


GO AHEAD AND REGISTER 


SOY BEAN OIL MEAL 


In your next year’s formulas 
Because now you can be sure of 


A YEAR-ROUND SUPPLY FROM 


Write or wire for prices and samples. 


Address DEPARTMENT K 
STALEY SALES CORPORATION 


THE STALEY COMPANY OPERATES THE LARGEST SOY BEAN MILL IN THE WORLD 


Staleys 


DECATUR, ILLINOIS 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


SMALL GRAINS 


in greater volume will be ground into Feed this year than ever before. 
Millers that operate DIAMOND MILLS will grind a large portion of 
this grain efficiently and economically. The grinding season is here. 
We have a Diamond Mill to fit your needs. 


Diamond Huller Co., Winona, Minn. 
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Urge People to Eat More 
Business Will Grow 


The feed manufacturing business 
would stage a comeback in just two 
weeks if 100,000,000 people out of the 
125,000,000 in the United States would 
eat 10 strips of bacon, three eggs, one 
2-pound chicken, two loaves of bread, 
one pound of butter, and drink two 
quarts of milk more than they did dur- 
ing the past two weeks. This is the 
opinion expressed by S. T. Edwards, 
S. T. Edwards & Co., Inc., Chicago, 
in a recent letter. 

“There are plenty of persons who 
would be willing to buy this extra food 
for two weeks for those who are not 


able,” Mr. Edwards maintains. “That 
would be a_ pleasant contribution 
towards stopping hard times. In a 


short time the surplus would be gone 
and the farm board wouldn’t need 
$500,000,000 of tax money to buy up 
farm products. 

“Our 10,000 feed manufacturers can 
easily get 100 customers to start eat- 
ing extra food now, and each one of 
the 100 should induce 100 more and 
so on, until the surplus would change 
to a shortage. Then the industry would 
be so busy supplying feeds that it would 
forget that there are any troubles in 
the feed business.” 


DARRELL SMITH, Dallas City, IIl., 
who was formerly employed by the 
Wilson Seed Store, Fort Madison, Ia., 
has leased the grinding mill of W. N. 
Hendricks and will also deal in feeds, 
flour and salt. 


Link Belt Supply Co. Moves 


Into New Quarters 


EADQUARTERS for the Link 

Belt Supply Co., Minneapolis, 

have been moved from 418 
South Third street to 200 Lyndale ave- 
nue, North Minneapolis. Rapid growth 
since the firm was first organized ne- 
cessitated larger facilities for handling 
the firm’s power transmission equip- 
ment business. 

A manufacturing plant has been oper- 
ated at the present headquarters since 
the company’s inception. It has heen 
completely rebuilt. The new structure 
has a 175 foot frontage on Lyndale 
avenue and is two stories high. Offices 
are on the second floor. 

The Link Belt Supply Co., in addi- 
tion to manufacturing its own products, 
including the Beyl friction clutch, 


Letters from 


Our Readers 


The Very Best 


Want to drop you a line to express 
my sincere opinion that the current 
January issue of The Feed Bag is one 
of the very finest issues you have ever 
published. 

All the very best. 

VIC JAY 
National Oil Products Co. 
Chicago, Il. 


Bags for Mash 


Can you give us information as to 
where we can buy cotton feed bags 
suitable for use in putting up chicken 


mash? 
€. E. PHILLIPS 
Reedsburg Supply Co. 
Reedsburg, Wis. 
ok * * 


Likes Appearance 
We are in receipt of January issue 
of your paper and want to congratulate 
you on the appearance of same. 
J. RUSSELL SMITH 
Sprout, Waldron & Co. 
Muncy, Pa. 
Outstanding in Field 
It may be of interest to you to know 


that your paper in my opinion is be- 
coming more outstanding in its field 


with every issue. I think that you are 
contributing a great deal to the better- 
ment of the feed industry and allied 
trade and sincerely hope that my 
opinion is evidenced by an increase in 
your circulation and accounting depart- 


ments. 
J. W. LEATHERS, JR. 
Marden-Wild Corporation 
Chicago, il. 


Property Taxes 


Your editorial in The Feed Bag for 
January relative to “Property Taxes by 
Installments,” fits in very nicely at this 
time and I heartily agree with your 
suggestion that if taxes could be paid 
in January and July it would relieve 
the farmers of a heavy financial bur- 
den in the winter. 

During my two years of work as 
an official cow tester, working in di- 
rect contact with the farmers, and since 
that time calling on the Wisconsin feed 
dealers for 12 years, it has been my 
experience that the present system of 
collecting taxes in Wisconsin is a seri- 
ous problem with the farmers, espec- 
ially so during a business depression. 
Only this last week one feed dealer 
advised me that his banker would have 
to refuse loans to farmers for tax pay- 
ments as some of these farmers had 
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handles equipment for many nationally 
known firms. Among the concerns rep- 
resented are Link Belt Co., Chicago; 
Chicago Belting Co., Chicago; H. W. 
Caldwell & Son Co., Chicago; Barry 
Pulley Co., Hyatt Roller Bearing Co., 
Newark, and the Chicago Pulley & 
Shafting Co., Chicago. 

A cordial invitation to visit the new 
plant is extended by the Link Belt Sup- 
ply Co. to members of the feed indus- 
try. 


LEO DANNER Flour & Feed Store, 
Elgin, Ill., was destroyed by fire, Jan- 
uary 14, with an estimated loss of 
$25,000. The fire was caused by sparks 
from a piece of iron in one of the 
grinders. 


already exhausted their credit with the 
bank. Taxes must be paid and under 
the present system the farmers have 
to economize by cutting down on their 
feed purchases, as well as other com- 
modities that they could use to very 
good advantage. This means less pro- 
fit for them and hurts other lines of 
business as well. 

It is my suggestion that the Central 
Retail Feed association have petitions 
drawn up and presented to each feed 
store in Wisconsin, petitioning the 
members of the Wisconsin assembly 
and senate for a change in the method 
of collecting taxes. I do not think that 
the dealers would have any trouble get- 
ting hundreds of farmers and property 
owners as well as business men to sign 
these petitions, as farmers have ex- 
pressed themselves in favor of paying 
taxes twice a year, but that is as far 
as they ever undertook to go with it. 

MORRIS E. SMITH 
Brooks Milling Co. 
Waupaca, Wis. 


A. F. BARTH, Anoka Feed Co., An- 
oka, Minn., recently installed a molas- 
ses mixer in his plant. 


ASSOCIATED FARMERS Ex- 
change, Worcester, Mass., has been in- 
corporated with a capital stock of $100,- 
000 for cooperative purchasing and sell- 
ing of farm supplies and products. The 
officers are Park Carpenter, president, 
and Walter Burse, treasurer. 
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agree that 
it is “one of | 
America’s 
finest 
hotels.”’ 


600 comfortable, luxu- 
riously furnished out- 
siderooms. Each with 
bath, 
circulating ice water. 
Rates $3.00 up. 


servidor and 


Powers Hotel, Rochester, N. Y. 


Under Same Management. 


WINCHELL SMITH, INC., Farm- 
ington, Conn., announces that it re- 
tired from business on February 1. This 
business was owned and operated by 
Winchell Smith, noted author and play- 
wright for a number of years. It was 
set up by Mr. Smith for the purpose 
of supplying neighboring farmers with 
feed and supplies and while operated 
on strict business principles, under the 
management of A. W. Hall, it was 
never intended by the owner as a 
money-making proposition. Mr. Smith’s 
charming summer home is staeaes at 
Farmington. 


GOLDEN ANNIVERSARY 

Mr. and Mrs. John H. Ellman ob- 
served their gcelden wedding anniver- 
sary recently in their home in London, 
Ont., where they have resided for the 
past nine years, Mr. Ellman having re- 
tired from the operation of the Elgin 
Mills in St. Thomas, Ont., at that time. 


WILLIAM C. AUL, who for nearly 
50 years owned and operated the Lyons, 
N. Y., Farming Mills, manufacturers of 
grain cleaning machinery, died early in 
January in his home in that city. 


ERNEST & CAMPBELL, INC., 
Croswell, Mich., flour, feed and pro- 
duce dealers, have changed the name 
of their firm to Blaisdell Stores, Inc. 


FLORIAN HOELZEL, Appleton, 
Wis., has purchased the H. M. Rietz 
grain elevator. 


Federation Convention 
Plans Completed 


. (Continued from Page Fourteen) 


aiding in the round-up. 

All eastern railroads have agreed to 
allow a reduced fare to delegates. It 
is necessary to get a credential card 
from W. A. Stannard, secretary, 48 
State street, Albany, N. Y., which 
should be presented when the ticket to 
Syracuse is purchased. At that time 
the ticket agent will supply a certifi- 
cate which will be validated at the con- 
vention and entitle the bearer to one- 
half the regular fare on the return trip. 

Fred McIntyre and the other mem- 
bers of his committee are working day 
and night to complete all of the details 
of the convention which they predict 
will be the largest in the history of 
the federation. Frank T. Benjamin, Ca- 
nastota, N. Y., is in charge of the en- 
tertainment and hotel arrangements. 
Several feed merchants near Syracuse 
are assisting him. They recommend 
that room reservations be made direct 
with the hotel as soon as possible. 


WILLIAM F. DOUGHERTY, Lan- 
caster, N. Y., feed dealer, has been 
elected a director of the Citizens Na- 
tional bank of that Buffalo suburb. 


ALLAN KNAPP, Hamburg, N. 
Y., feed dealer, has been elected pres- 
ident of the chamber of commerce of 
that important suburb of Buffalo. 


and increases their profits. 


EST. SINCE 1853 


THIS LABEL IS A SYMBOL THAT 
STANDS FOR QUALITY IN FEEDS 


Thousands of feeders demand feeds bear- 
ing this label as it guards their interests 


Flory feeds are built to meet the nutri- 
tional requirements of the most exacting 
feeders of live stock and poultry. 


FLORY MILLING CO. INC. 


BANGOR, PENNA. 


Better own a Burton 
than compete with one! 


The Burton will positively increase your 
volume of feed business and add to your 
profit on every bag. 
guarantee that means something. If 
you want to build a bigger, better busi- 
ness, ask about the Burton Plan of Feed 
Merchandising. 


Burton Feed & Mixer Company 


2844 W. Grand Blvd. 


It’s backed by a 


Detroit, Mich. 
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Rate Case Conference 


Held at Chicago 


(Continued from Page Eighteen) 


percentage of grain or grain products 
in the feed. It was explained to the 
commission members that this was not 
entirely what the manufacturers wanted 
but was offered as a compromise in an 
endeavor to meet the commission’s 
somewhat restricted views of feed tran- 
sit rules. Several individuals later pre- 
sented views to the commission to the 
effect that the present rules and regu- 
lations should be continued. 

Some of the feed men recommended 
that blackstrap molasses continue as a 
transit ingredient of mixed feed. It 
was also suggested that if these recom- 
mendations were not satisfactory, the 
commission might rescind that part of 
the order relating to mixed feed and 
reopen that portion of the case for fur- 
ther hearing and consideration and al- 
lowing, in the meantime, the present 
arrangements to continue. 

Case May Go to Court 

Mr. Seay aiso appealed to the com- 
mission from the standpoint of the eco- 
nomic effect that the revised schedule 
would have upon the feed industry and 
the ultimate consumer. D. W. McMil- 
len, president Allied Mills, Inc., Chi- 
cago, and of the American Feed Manu- 
facturers association, also offered testi- 
mony, showing why the commission 
should reconsider its decision. Rate 
statements were offered by traffic men 
of the feed irdustry to show the. detri- 
mental effects that would result from 
the revised rates. 

The new rates are ordered to go into 
effect April 1. It is probable, how- 
ever, that the railroads will take the 
case to court. In that event) a further 
delay of a year or more may be ex- 
pected. 

The feed industry has protested the 
western grain rate case decision since 
its announcement. Several months ago 
request for a rehearing of the case was 
submitted to the commission. It was 
flatly denied. 

The commission’s recent change of 
attitude is looked upon as an indication 
that the rate case decision will be re- 
considered. Members of the American 
Feed Manufacturers association and 
cther organizations of the feed indus- 
try are cooperating toward that end. 


SACKS ON SKIDS 

As the result of an unusual accident 
which occurred recently near Buffalo, 
mill proprietors are being urged to pile 
feed in bags on skids rather than placé 
the lower sack directly on the floor. A 
broken sprinkler flooded the floor of a 
feed mill, with the result that all bot- 
tom sacks were damaged. Piled 30 
high the bags had to all be moved to 
remove the single layer of damaged 
feed, in all some 4,200 tons having to 
be handled at heavy cost. Piling on 
skids would have prevented damage, 
underwriters said, in urging that this 
be made a general practice. 


THE NEWSOME FEED & Grain 
Co., Pittsburgh, Pa., announces an ex- 
pansion in its millfeed business and has 
placed B. M. Barnhart in charge. In 
addition to broadening its merchandis- 
ing activities the firm is planning to 
handle oil meal, cottonseed meal and 
grain. 


FARMERS ELEVATOR CO., 
Adair, Ilf., has purchased the feed mill 
of L. O. Yankey, and will operate it 
in connection with their elevator. W. 
H. Hinman is manager. 


E: J. HOULE, Forest Lake Eleva- 
tor, Forest Lake, Minn., is back on 
the job again following an illness which 
confined him to a St. Paul hospital. 


PURINA POULTRY BOOK 
A hip pocket volume crammed with 
practical facts on the care, feeding and 
management of baby chicks has been 
issued by Purina Mills, St. Louis, Mo. 


It is entitled, “Purina Poultry Book.” 
In addition to many pages which are 
devoted to baby chicks a plan of poul- 
try keeping is given, treating all phases 
of work from the care of the chicks 
to the maintaining of egg production 
over a long period without detriment 
to the hens. One chapter is devoted to 
increasing hatchability of eggs by 
proper feeding and another takes up 
diseases, their symptoms, cures and 
controls. Copies of the Purina poul- 
try book may be obtained without 
charge by writing Purina Mills, St. 


DAIRY 
POULTRY 
HOG 


WAVERLY, N.Y. 


WRITE FOR QUOTATIONS | 


KASCO — INC: 


Louis, 


OF QUA Liry 


HORSE 
STOCK 
FEEDS 


TOLEDO,O. 


Cane Molasses 


FOR FEED MIXING 


TANK CARS—BARRELS 


Excellent Quality and Service 


P. O. Station E 


NATIONAL MOLASSES 
CORPORATION 


PHILADELPHIA, PA. 


cal ‘‘All your needs in grain and feeds’’ fe 


BUFFALO, N. Y. 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE 


BRANCH OFFICE 
MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


J. C. HUBINGER BROS. CO., Keokuk, Ia........................-.. Gluten he 

HENRY LICHT & CO., City, Be... Milo and Kaffir 
FAIRMONT CREAMERY CO., Omaha, Neb.................... Dried Buttermilk 
JOHN F. CRAIG & Philadelphia, Blackstrap Molasses 
MUTUAL RENDERING CO., Philadelphia, Pa.....................--- Meat Scrap 
OYSTER SHELL PRODUCTS CoO., Ph ladelphia, teudewwateecadtioe Oyster Shells 
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Offer Special Incentive 
For Cash Business 


J. B. Turnbull & Son, Rockdale, Wis., 
have placed their feed business and 
grinding department on a restricted 
credit basis, with a special inducement 
for cash. Thirty days has been set as 
the time limit for payment of accounts. 
One dollar a ton less is charged for 
feed purchased for cash and 2 cents 
a hundred is discounted on grinding if 
payment is made immediately. 

“We must pay cash for what we buy,” 
announced Mr. Turnbull in the notices 
which he recently issued. “Therefore 
we cannot extend credit longer than 30 
days. Those having accounts with us 


must make satisfactory arrangements 
before we can extend the 30-day credit. 
All feeds will be $1.00 more on 30 days’ 
time. The feed you have ground or 
the feed you buy and give to your cows, 
pigs and chickens is what you make 
your living by, therefore pay your feed 
bill first.” 

On the opposite side of his published 
notice Mr. Turnbull listed the ques- 
tions that might arise regarding the 
new policy, and supplied the answers. 


NEW HAVEN ROLLER MILLS, 
New Haven, Mich., was placed in the 
hands of receivers January 9 by its op- 
erator, William J. Neely. Assets were 
listed at $3,376.77 and Miabilities at 
$9,108.94. 


When you handle 


the other kind. 


STATE DISTRIBUTORS 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world*produces--and it doesn’t 
cost you one cent more than 


Darling & Company 


Department A, Chicago, Ill. 


LaBUDDE FEED & GRAIN CO. Milwaukee 


MANUFACTURED BY 
| DARLING-&-COMPANY 
UNION STOCKYARDS CHICAGO.NLL. 


= 
= 
= 
= 
= 
= 


Cottonseed Meal 


ALL GRADES 


Arrival Drafts 


Quick Shipments 


Established 1898 


Humphreys-Godwin Co. 


Phone G 
GENEVA 
7389 


“FOR BETTER SERVICE” 


HIAWATHA GRAIN COMPANY 
GRAIN MERCHANTS 
MINNEAPOLIS 


MINNESOTA 
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Barr Elected to Head 
Indiana Grain Men 


Oscar L. Barr, Bicknell, Ind., was 
elected president of the Indiana Grain 
Dealers association at the annual meet- 
ing of the organization held in the 
board of trade building, Indianapolis, 
January 22 and 23. Parker Simison, 
Romney, was chosen vice president. 

The agricultural marketing act was 
roundly condemned by H. A. Butler, 
president, Grain & Feed Dealers Na- 
tional association, who spoke at the 
meeting. He classified the act as a 
good example of legislation by political 
visionaries and said that one of its pur- 
poses was to minimize grain specula- 
tion, while on the contrary it has made 
the government the biggest speculator 
of all times. 

Modification of the prohibition act 
to create a better demand for corn was 
recommended in the annual address of 
FE. E. Elliott, Muncie, Ind., retiring 
president of the association. 


BARRETTE STRAIN, Clayton, 
Ind., manager of the Sunshine Feed 
Store, obtained Walter B. Krueck, for- 
merly of the extension department, Pur- 
due university, and county agent of 
Tippecanoe county, to talk to a large 
group of his customers on subjects of 
interest to poultry raisers, February 2. 
Mr. Strain reports that these meetings 
which are held several times a year, 
help to increase his sales. 


ICOLLET 
HOTEL 


“At the Gateway” 
o 


of 
Minneapolis 
NICOLLET -WASHINGTON 
HENNEPIN AVENUES 


—600— 


First Class Rooms 
AND 


Three Restaurants 
at MODERATE RATES 


Excellent Food 
Courteous Service 
Central Location 


Ww. B. GLARK, MANAGER 


| 
| | | 
| Stoo ues. | 
=. 
| =|DARUNGS) | 
= = | 
| S. | sus 
=|MEATSCRAPS| | 
| =| ge | 
| 
| =>... | 
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| 
| 
| » we Phone 
JAS 
| 7389 | Home of WCCO Stedies 
OOD BEDS 
: 
COMFORT 


Kellner Helps His Farm 
Trade Make Money 


(Continued from Page Thirteen) 
with a ton of that poultry feed and 
Pu try it.” 

This farmer is now a steady customer 
and a booster of the commercial feed 
among his neighbors. 

Almost 50 Years Old 

Kellner’s have been in the feed busi- 
ness for almost 50 years. The father 
of the present owner built the old mill 
and elevator when pioneers were de- 
veloping the farming community. Three 
years ago, the property was sold for 
another business enterprise and a new 
store was built on the corner directly 
across the street. The building is ac- 


GENUINE 


The NORTH AMERICAN TRADING and IMPORT CO. 


REG. U.S. PAT. OFF. 


MOLASSES 


CUBAN BLACKSTRAP 


260 SOUTH BROAD STREET 
PHILADELPHIA, PENNA. 


Wire or Phone for Quotations 


CHICAGO NEW ORLEANS BUFFALO 


cessible by driveways from all four 
sides. It has an elevated platform, 
concrete floors, ample office space and 
is of fireproof construction. Three 
trucks are operated by the firm. Lewis 
Kellner and his brother formerly man- 
aged the business together but dissolved 
their partnership five years ago, retain- 
ing the name, Kellner Bros. 


JOHN KNOBEL & SON, Freeport, 
Ill., have opened a new feed store and 
have installed feed mixing and grind- 
ing equipment. 


ERNSBERGER MILLING CO,, 
Ada, Ohio, has erected an addition to 
its mill and installed feed grinding and 
mixing machinery. 


sired percentage of molasses, anda uniform mixture is assured. 


The Wooster Feed Mfg. Co., Wooster, Ohio 


OULTRYMEN are demanding mo- 
lasses in poultry mashes. Bring 
your mashes up to date by using ten per 
cent candied copra in every formula. In 
meal form easy to handle and mix. No 
special equipment required to use any de- 


Write today for sample and delivered prices. 


i 


Latest Complete Illustrated Edition 


By Henry anv Morrison 


A GOOD BOOK TO READ. 


It will give you the most com- 
plete and accurate informa- 
tion available on feeding, feed 
ingredients and feed mixing. 

A big help in merchandising. 
; Write for your copy. 


Feeds and Feeding . $4.50 


Feeds and Feeding 
with THE FrEep Bac 
for one year..... $5.50 


Che feed Bag 


216 E. Michigan Street 


Feeds and Feeding 


Milwaukee, Wis. 


FIRE 


CONSTANTLY MENACES 
YOUR FORTUNES 


The Mutual Fire Prevention 
Bureauandthe Mill Mutuals 
stand as strong safeguards 
to prevent disaster and to 
indemnify you in case you 
are overtaken. 


Ask your Insurance Office 
for its recommendations 
now. 


THE MILL MUTUALS 


Mutual Fire Prevention Bureau 


230 East Ohio Street Chicago, Illinois 
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CLASSIFIED 


Service department for our read- 
ers. w Rates: 25c per line; 
minimum $1.00. 


HAY FOR SALE 


Alfalfa-Clover-Timothy and Clover Mint. 
Prairie _s. Delivered prices quoted. JOH 
DEVLIN HAY CO., 192 North Clark a 
Chicago, 


ELECTRIC MOTORS FOR SALE 


1-20 H.P. Fairbanks Morse Electric Motor. 

1-10 H.P. General Electric Motor. Both have 
starters. Write KIESELHORST GRAIN CoO., 
Bear Creek, Wis. 


BUSINESS FOR SALE 


Feed and general merchandise business for sale. 
Two warehouses, sidings, mixer, elevators, elec- 
trical equipment, coal pockets. Established 1880 
dairy section, South East New York. Write 
BD-12, c/o THE FEED BAG, 210 East Michigan 
street, ‘Milwaukee. Wis. 


SALES POSITION WANTED 


Have had 11 years experience in the retail 
feed business and can Ca; goed manage a retail 
feed store. Have also ha srperinnee in selling 
feeds. Write HB-21, c/o T D . 
210 East Michigan street, Milwaukee, Wis. 


WASHBURN-CROSBY CO., Inc., 
Minneapolis, has purchased a controll- 
ing interest in the flour firm of Samuel 
Bell & Sons, Philadelphia, and will op- 
erate the business under the old firm 
name. The Bell Co., one of the oldest 
firms in the East, was founded in 1831 
and has been under the control of mem- 
bers of the family ever since. 


MARION HINMAN, Hewitt, Minn., 
has purchased an old lodge building in 
that city and is remodeling it into a 
feed store. 


Molasses 
Peat Moss 
Pearl Grit 
Salt 


Car Lots .. Ton Lots 


FEED SUPPLIES, INC. 


506 Chamber of Commerce 
Milwaukee Wisconsin 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


LINSEED MEAL 
CARLOTS E.J. KOPPELKAM CO. 
Linseed By-Products Co. 
562 CHAMBER OF COMMERCE GRAIN FUTURES 
MINNEAPOLIS, MINN. 
373 Broadway 
No-Milk Calf Food MILWAUKEE, WISCONSIN 
LEADER FOR 45 YEARS<—@— 
National Food Company Phones Broadway 0032, Daly 0783 
Member Chamber of Commerce 
CEDAR RAPIDS, IOWA 
Shippers of 
CORN and OATS C 
Cedar Rapids Weights and Grades E R EA L 
Get our prices—We can save you Money GRA DING CO. 
DRIED BUTTERMILK MINNEAPOLIS 
DRIED SKIMMED MILK SPECIALIZE IN 
Feed System Engineers 
GOOD 
ee 
CORN and OATS 
S. T. EDWARDS & C0., INC. For 
110 N. FRANKLIN ST. CHICAGO, ILLINOIS WISCONSIN TRADE 
Prices Right—Service P t 
NEBRASKA CONSOLIDATED TRY US. 
MILLS COMPANY 
MILLERS OF. 
ancy 
Heavy P oultry Oats 
GRAIN 
Ask for Samples and Prices 
J. F. Zahm & Co. 
Specialists in Milling Wheat-Corn-Barley a E E. D 
Reliance Feed Co. Chamber of Commerce 
MILW. WIS. 
MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 
usiness 
eam CH Meal expands with 
as ALL THAT THE NAME IMPLIES Printed messages 
RYDE Chicago, Illinois 
DROP Ue CARD FOR PRICES 
GET MY PRICES—SAVE MONEY 
A. L. STANCHFIELD 
and Mixed Cars 
OUR, MILLFEED BINDERS 
522 MILWAUKEE STREET 
orn xchan g- — 
“MINNEAPOLIS, MINN: Brows. 1076 
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New York Hay Dealers 
Hold Convention 


Forty members of the New York 
State Hay and Grain Dealers associa- 
tion attended the midwinter meeting at 
the Onondaga hotel, Syracuse, January 
23. William Allen Dyer, former presi- 
dent, Chamber of Commerce, Syracuse, 
gave a talk on business conditions and 
the necessity of friendly relations 
among dealers. Brief talks were also 
given by Henry A. Bascom, Lord & 
Webster Co., Boston, former president 
of the National Hay association; H. 
L. Cross, Fayetteville, N. Y.; and F. 
M. Williams, W. D. Power & Co., New 
York. Conditions in Baltimore were 
reviewed by George E. Morrison of 
that city. 

The hay dealers reported that con- 
siderable amounts of alfalfa had been 
shipped into the East, interfering with 
the movement of the local crop. Pros- 
pects for the future were considered 
bright, however, and a_ considerable 
amount of hay was expected to move 
out of the state at satisfactory prices 
by April 1. The next annual meeting 
will be held at Syracuse unless arrange- 
ments are made later to join the Na- 
tional Hay association which meets 
during the latter part of July. 


LEWIS STEELE, Imlay City, 
Mich., has remodeled his elevator and 
installed a feed mill and a magnetic 
separator. 


MYLES 
LOUISIANA SALT 


*‘Nature’s Purest’’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


as demonstrated by Columbus at the Court 
of Ferdinand and Isabella, played an im- 
portant part in his discovery—but no more 
important than that contributed by the 
balanced vitamin potency of Marden’s to 
the poultry feeds of America! 


Marden’s Certified Cod Liver Oil 
supplies both 
A” and “D” Vitamines 
in all their von strength and balance. 
It is a proven result- producer, increasing 
vitality, building up resistance to diseases 
_——— steady growth and development, 


on’t experiment with synthetic substitutes 
or oils of unknown potency. 


Use Marden’s 


for your growing and laying mashes. It is a 
pure, palatable, steam-rendered oil of cer- 
tified potency. 


Write for interesting booklet. 


MARDEN-WILD CORPORATION 
512 Columbia Street, 
Somerville, Mass. 


212 East Ohio Street, 
Chicago, Ill. 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


ZEBRA Special Middlings 


ZEBRAS make a rich slop for little pigs. 


They are rich in quality 


and their low cost makes them increasingly popular with the trade. 


CAMEL 


Wheat Mixed Feed 


CAMEL Feed is equally well suited for 
either dairy cows, for hogs, or for poultry 


Special Attention to Hedges 


mashes. It is an ideal feed for a dealer to 
carry and is reasonably priced. 


EXCELSIOR MILLING CO. 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 


Screenings 
Sector Shots Pomdored Shim 
er 
Dried Butter Milk Bone Meal 
Linseed Meal Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bldg. 

Kansas City, Me. 
327 So. La Salle St., Chicago, Ill. 


KREAMO 


SWEET DAIRY FEED 


16144% PROTEIN 
MANUFACTURED BY 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


THE FEED BAG—FEBRUARY, 1931 


| 
| <A, 
| 
| \\ We |Z 
\y 
FGGSacr 
| BALANCE 
4 
| 
eee Page Forty-nine | 


4 times as strong 
in Vitamin A 
potency as yellow 


com ««« « « « 
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BENICK FORD 

This factor alone would 

make this meal an ex- 

cellent ingredient even 


if it had no protein. 


Strengthen your chick starter, growing 
and laying mashes with this rich con- 
centrate—Vitamin A vegetable pro- 
tein combination. 


Douglas Corn Gluten Meal is a profit 
adding element in the ration of fatten- 
ing cattle and lambs. 


This is all checked up in our new book- 
let, now ready for mailing. If you 
haven’t received your copy, send for it 
today. It’s free. 


PENICK & FORD LTD., INC., 


CEDAR RAPIDS, IA. 


TUNE IN on WLS Chicago 


every Monday, Wednesday 
and Friday Noon at 12:15 
Central Standard Time. You 
will find it an interesting 
program. 


« » 


L. Teweles Seed Co. 
MILWAUKEE WISCONSIN 


Distributors of the 
FAMOUS BADGER BRAND SEEDS 
and SEED CORN 
The Largest Seller in Wisconsin 


Eureka Cornulator 


Ideal for making chick grits. 
Low meal loss; high grits yield. 


Combination Corn Cutter, 
Cleaner and Grader 


GOOD STEEL-CUT CORN 


is most economically made by 


“Eureka” Corn Cutters 


Eureka Corn Cutter 


The machine that made 
steel-cut corn famous. 


Write for our Catalog FB122 


S. HOWES CO., Ine. 
Silver Creek, N. Y. 
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I. keeping with our avowed 
policy of giving greater value 
for today’s dollar, we announce 
a new feed for starting chicks 
and growing birds— 

HIGH in QUALITY, 

yet LOW in PRICE. 


100 LBS. NET 


ALL MASH 


STARTING 
AND 
GROWING 


FEED 


A Two Purpose Poultry Mash For 
Both Starting & Developing Chicks. 


IN PINK BAGS 


ALL MASH 


STARTING 
AND 


GROWING 


FEED 


Containing dried Buttermilk, Cod 
Liver Oil, Yeast, Oatmeal, Mine- 
rals—the best of everything—, yet 
moderately priced, Vitality all- 
mash Starting and Growing Feed 
will contribute much to the poultry- 
man’s effort to make money with 


his flocks this season! 


DEALERS having the agency for 
this popular-priced feed will be 
assured of a liberal share of the 
business in their territories. Write 
for our dealer plan. 


Manufactured by 


CHICAGO » » » KANSAS CITY 


| 
| | 
GUARANTEED ANALYSIS > eat 
Crude Protein 15.00% (Crude Fibre 4.50% 
Fat 350% Carbohydrates 54.507; 
Nitrogen Free Extract 50.007; 
MANUFACTURED BY 
CHICAGO - KANSAS CITY. eet 


Address the 
KING MIDAS MILL Co. 


_ = Minneapolis, Minn. 


Frank 


and 


Alvin 
Krause 
Write 


— have handled King Midas flour 
all the time since we have been in 
business and have never yet had one 
complaint. 

“Our relations with the King Midas Mill 
Co. have been most pleasant. They have 
given us the fullest cooperation and to 
this is due, to a great extent, our ever- 
increasing sales on King Midas flour. 
‘‘We consider King Midas the most valu- 
able account any flour distributor could 
have.” 


ck 


» 


Midas Your 
| 
zwice much Kung Midas flout 
from July 1 4O December 31, 1930, as 
_ during any previous six months. And 
they point out that this record was 
made spite at the alled de- 
| 


